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THE  principles  of  Honor ,  Quality,  Strength 
and  Service,  forming  the  foundation  of  the 
the  Rice  Leaders  of  the  World  Associa¬ 
tion,  always  have  been  identified  with  the  prog¬ 
ress  and  development  of  The  Upson  Company. 

The  Association  early  recognized  this  fact,  and 
through  invitation  The  Upson  Company  became 
identified  with  the  Association,  whose  emblem, 
nation-wide,  is  an  indorsement  and  tribute  to 
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Between  the  Two  of  Us 

Being  a  Conversation  Between  <(One  of  Us "  and  Tom  Brown, 

An  Upson  Distributor  in  ike  East. 


OF  course,  Tom  Brown 
is  not  the  real  name  of 
our  Distributor.  We 
are  simply  renaming  him  Tom 
Brown  for  our  convenience. 
But  the  following  conversa¬ 
tion  actually  took  place  a  few 
days  ago  in  a  large  eastern 
city. 

Upon  my  arrival  at  the  spa¬ 
cious  offices  of  Tom  Brown, 
I  was  requested  to  make  my¬ 
self  comfortable  until  Tom 
had  finished  his  morning’s  dic¬ 
tation.  There  were  a  number 
of  lumber  papers  and  other 
trade  journals  on  a  conveni¬ 
ent  table  so  I  began  to  turn 
over  their  pages  and  discov¬ 


ered  that  apparently  the  ma¬ 
jority  of  building  material 
manufacturers,  including  lum¬ 
bermen  and  sash  and  door 
distributors,  were  evidently 
in  identically  the  same  posi¬ 
tion  as  our  own. 

In  about  half  an  hour  I  was 
ushered  into  Tom’s  office. 
After  receiving  his  hand-clasp 
and  his  usual  cordial  and  hos¬ 
pitable  greeting,  we  settled 
down  to  discuss  the  situation 
before  us. 

“So  you  believe  that  under 
existing  conditions  the  fair¬ 
est  and  squarest  way  for  all 
concerned  is  that  you  people 
only  accept  business  to  be  in- 
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voiced  at  prices  prevailing  on 
the  date  of  shipment?”  was 
the  first  question  that  Tom 
put  to  me. 

“Yes,  Tom,  I  am  positive 
that  such  a  procedure  is  the 
only  fair  disposition  to  make 
of  incoming  orders  unless  The 
Upson  Company  is  to  play  the 
role  of  a  gambler  or  a  profi¬ 
teer.” 

“A  gambler  or  a  profiteer?” 
said  Tom,  and  I  replied — “In 
a  nut  shell,  you  know,  as  well 
as  1  do,  the  present  situation 
in  the  wall  board  industrv, 
but  to  briefly  review  the  prin¬ 
cipal  cause  for  the  present 
runaway  wall  board  market  is 
simply  the  old  question  of 
supply  and  demand. 

“First,  there  is  a  great 
shortage  of  wall  board  due  to 
the  unprecedented  amount  of 
building  and  the  shortage  and 
high  price  of  lumber  and  lath. 
Second,  wall  board  is  being 
substituted  today  for  other 
materials  that  are  practically 
ofif  the  market.  Third,  there 
is  a  great  shortage  of  our 
basic  raw  materials,  due  prin¬ 
cipally  to  the  fact  that  the  pro¬ 
duction  of  pulp  has  not  any¬ 
where  near  kept  pace  with  the 
demand. 

“Combined  with  all  these 


causes  are  the  ever-arising 
railroad  embargoes  and  car 
shortages.  Naturally  every  one 
of  these  conditions  have  con¬ 
tributed  their  share  in  making 
the  sudden  rise  in  the  price 
of  wood-pulp,  which  is  sooner 
or  later  reflected  in  the  price 
of  wall  board.” 

“But,”  said  Tom,  “why  has 
the  price  of  all  wall  boards  in¬ 
creased  so  rapidly  during  the 
past  three  months  ?” 

“That  question  is  easily  an¬ 
swered,”  I  replied,  “for  you 
know  that  the  price  of  ground 
wood  and  chemical  wood  fibre, 
the  principal  materials  used  in 
the  manufacture  of  wall 
board,  did  not  show  much  of 
any  increase  during  the  A  ar 
nor  for  several  months  fol¬ 
lowing  the  signing  of  the  Ar¬ 
mistice.  Beginning  last  No¬ 
vember  up  to  and  including 
the  present  time,  the  rise  in 
price  of  these  materials  has 
been  almost  meteoric.  Several 
causes  have  contributed  to  the 
rapid  rise  in  the  price  of  pulp 
such  as  the  labor  conditions 
in  Canada,  lessened  produc¬ 
tion,  railroad  difficulties  i  n 
moving  materials  and  the 
world-wide  demand  on  the 
United  States  and  Canada  for 
pulp  to  be  used,  not  alone  for 
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paper,  but  for  a  thousand  and 
one  comparatively  new  uses, 
such  as  fibre  silk  hose,  neck- 
ties,  dress  goods,  gun-cotton, 
nitro-glycerin  and  other  prod¬ 
ucts. 

“As  I  told  you  a  few 
moments  ago,  any  increase  in 
price  of  our  principal  basic 
material,  wood-pulp,  is  reflect¬ 
ed  in  the  price  of  Upson  Board 
for,  naturally,  we  have  only 
t  w  o  alternatives 

— either  we  must 
increase  our  price, 
if  we  are  to  main¬ 
tain  our  present 
standard  of  quality, 
or  else  we  must 
cheapen  our  quality 
in  order  to  hold 
down  the  price. ” 


“Now  I  begin  to  see  the 
‘light,’  ”  said  Tom.  “With 
your  explanation  of  the  situa¬ 
tion  I  appreciate  that  if  you 
were  to  attempt  to  quote  me 
a  definite  price  on  an  order,  I 
might  give  you  todav,  which, 
because  of  the  volume  of  un¬ 
filled  orders  on  your  books 
could  not  be  delivered  un¬ 
til  sixty  or  ninety  days  hence, 

( Continued  on  page  seven) 


The  adaptability  of 
Upson  Board  is  shown 
in  these  two  photo¬ 
graphs.  Its  utility  is 
not  limited  to  zvalls 
and  ceilings  of  small 
rooms,  but  is  equally 
adaptable  to  spacious' 
paneling,  decorations, 
C'tc.,  in  stores  and 
public  buildings. 
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The  Job  of  Job 

Right  Now  Patience  Will  Mean  a  Lot  to  Us  Both. 


WITH  all  due  respect 
for  Noah  Webster, 
the  title  of  our  little 
homily  would  be  much  plainer 
were  we  to  spell  it  “The  Jobb 
of  Jobe?” 

You  remember  Job  gained 
fame  for  being  patient — not 
the  kind  of  patient  that  sup¬ 
ports  the  doctors,  but  the  kind 
that  remains  calm  and  opti¬ 
mistic  through  a  lot  of  un¬ 
pleasantness. 

His  name  has  become  a  by- 

j 

word  for  this  virtue.  But 
somehow  or  other  the  name 
has  never  been  popular  for 
new-born  babies  and  each  of 
us  can  recall  a  whole  lot  more 
Johns  than  Jobs  among  our 
friends. 

However,  the  business 
world  has  long  ago  recognized 
the  need  of  patience  and 
named  one  of  its  numerous 
members  after  Mr.  Job.  I 
refer,  of  course,  to  the  Jobber. 

Some  folks  don’t  have  much 
to  worry  them  and  it’s  easy 


to  be  patient — but  we  propose 
the  jobber  as  the  real  honest- 
to-goodness,  dyed-in-thewool 
patient  man  because  his  posi¬ 
tion  is  a  hard  one. 

He’s  a  middleman,  all  right, 
all  right.  He’s  between  the 
devil  and  the  deep  blue  sea — 
in  the  middle  of  everything. 
His  manufacturers,  for  in¬ 
stance,  are  forever  overship¬ 
ping  or  under-shipping  goods 
thus  keeping  him  all  stirred 
up  and  in  trouble. 

His  customers  keep  an¬ 
noying  him  with  a  lot  of  grief 
for  which  he  is  not  directly  re¬ 
sponsible.  They  blame  him 
for  shortages  or  poor  quality 
of  goods  when  really  the  man¬ 
ufacturer  is  to  blame. 

And  so  it  goes.  Everybody 
takes  a  shot  at  the  jobber.  We 
must  conclude,  therefore,  he 
is  a  pretty  even-tempered  man 
or  he  couldn’t  stand  the  gaff. 

Take  present  conditions, 
for  instance.  I’ll  wager  that 
fifty  percent  of  a  jobber’s 
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The  spacious  and  harmonious  paneling  shown  here  is  characteristic 

of  U  psonized  interiors. 


daily  mail  just  now  has  some¬ 
thing  to  say  about  being 
patient. 

He  gets  a  letter  from  a  fac¬ 
tory  that  owes  him  goods.  It 
tells  him  “Just  be  patient, 
we're  doing  everything  possi¬ 
ble,  etc.” 

The  same  mail  brings  sev¬ 
eral  inquiries  from  his  custo¬ 
mers  about  those  same  goods. 
There’s  nothing  to  do  but  tell 
each  of  these  the  message 
from  the  factory  and  suggest 
that  each  “be  patient.” 

And  this  doesn’t  say  any¬ 
thing  about  his  own  organiza¬ 


tion,  which  is  sure  to  get  rest¬ 
less  and  wants  to  get  out  and 
hustle  for  business. 

So  we'll  say  whoever  named 
the  jobber  took  into  consider¬ 
ation  our  old  Bible  friend  and 
that  Mr.  Jobber  has  plenty  of 
opportunities  to  exercise  all 
of  the  patience  included  both 
in  his  name  and  in  his  sys¬ 
tem. 

Now  to  show  that  we  can 
recognize  a  coat  that  fits  us, 
we’re  going  to  admit  Upson 
jobbers  are  hearing  a  whole 
lot  of  comment  each  day  such 
as  mentioned  above.  The  de- 
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Notice  how  U psonizing  blends  with  the  charm  and  dignity  of  the 

furniture  and  draperies  of  this  room 


niand  for  Upson  Board  is  big 
and  the  jobber  knows  it. 

The  little  article  is  written 
to  show  that  we  appreciate 
the  trying  position  in  which 
you  are  placed.  We’re  all  in 
practically  the  same  boat — 
and  the  motor  don’t  work 
worth  a  cent.  It’s  hard  to 
keep  sweet,  but  everybody  is 
doing  pretty  well,  we  think, 
and  helping  a  lot.  It’s  nice  to 
work  with  such  decent  folks 
and  we  thank  you  all  for  keep' 


ing  calm  and  serene. 

So  once  more  we  appeal  to 
the  Job  in  every  jobber  and 
ask  you  all  to  be  as  cheerful 
as  possible.  We’re  raising  gray 
hairs  and  bald  spots  daily  try¬ 
ing  to  give  service  and  stick¬ 
ing  to  our  established  friends 
instead  of  soliciting  new  busi¬ 
ness. 

If  your  shipment  is  delayed, 
please  be  as  thoughtful  as 
possible.  We’re  doing  the 
same. 
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Between  the  Two  of  Us — Continued 


vou  would  of  necessity  be 

mr 

forced  to  quote  me  purely  a 
speculative  price  in  which  you 
would  have  to  include  the  an¬ 
ticipated  increases  in  the  price 
of  your  basic  raw  materials 
in  the  interim.” 

“You  have  hit  the  nail 
right  on  the  head, Tom — for  if 
the  expected  advances  in  the 
price  of  pulp  do  not  material¬ 
ize  before  your  car  is  shipped, 
if  we  quoted  you  a  definite 
price.  The  Upson  Company 
would  be  forced  to  take  the 
position  of  a  profiteer.  On 
the  other  hand,  if  we  should 
under-estimate  the  amount  of 
advances  in  the  price  of  pulp, 
we  would  actually  be  taking  a 
loss  on  your  business  which  I 
know  you  do  not  want  us  to 
do,  for  I  know  you  thorough¬ 
ly  believe  that  we  are  entitled 
to  a  fair  manufacturing  profit 
just  as  you  are  entitled  to  a 
fair  merchandising  profit  on 
the  materials  you  sell. 

“That  is  the  very  reason 
why,  in  fairness  to  every  one 
of  our  distributors — in  view 
of  the  present  condition  of  the 
woodpulp  market  and  the  wall 
board  industry  in  general — 
we  decided  that  the  only  fair 


way  for  all  concerned  was  to 
accept  additional  business 
with  the  understanding  that 
our  products  would  be  in¬ 
voiced  at  prices  prevailing  on 
the  date  of  shipment. 

“This  means  that  your  in¬ 
terests  will  be  protected  by 
The  Upson  Company  in  two 
ways.  First,  you  are  assured 
that  your  Upson  Board  will 
be  manufactured  and  invoiced 
to  you  at  a  price  that  will  cov¬ 
er  only  our  normal,  small 
manufacturing  profit,  instead 
of  including  a  ficticious  profit, 
based  on  possible  and  probable 
increases  in  the  price  of  wood- 
pulp.  Second,  you  know  from 
your  past  relations  with  us 
that  while  the  price  of  Upson 
Board,  due  to  its  quality,  has 
always  been  a  trifle  higher 
than  that  of  other  wood  fibre 
boards,  naturally  even  tho 
your  order  will  be  invoiced  at 
prevailing  prices  on  the  date 
of  shipment,  you  will  find 
that  the  price  will  be  in  line 
with  the  prices  quoted  by 
competing  manufacturers.” 

“Your  proposition,”  said 
Tom,  “is  entirely  fair,  but  I 
am  afraid  that  I  am  going  to 
have  trouble  in  getting  my 

o  o 
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salesmen  to  see  it  as  you  have 
put  it  up  to  me.  And  anyway, 
you  know  it  is  much  harder 
for  the  dealer  to  see  the  situ¬ 
ation  than  it  is  for  a  man  in 
my  position.” 

“Tom,  I  know  your  dealers 
have  the  same  confidence  in 
you  that  you  have  in  The  Up¬ 
son  Company.  Your  dealers 
know  that  you  are  going  to 
charge  them  a  fair  price  for 
any  material  you  may  sell 
them  and  that  in  this  price 
will  be  included  a  fair  mar¬ 
gin  of  profit  for  you. 

“Now  then,  I  do  not  be¬ 
lieve  that  a  single  one  of  your 
dealers  will  hesitate  to  place 
their  orders  for  Upson  Board 
with  you  to  be  invoiced  at 
prices  prevailing  on  the  date 
of  shipment  for  they  must 
have  confidence  in  you  to 
quote  them  fair  prices  or  else 
they  would  not  be  purchasing 
their  requirements  from  you 
at  this  time.  And  lastly,  they 
know  that  it  would  be  suicidal 
for  you  to  attempt  to  join  the 
ranks  of  profiteers  at  this 
stage  in  your  history  by  in¬ 
cluding  an  exorbitant  profit  in 
the  price  at  which  you  sell 
them  their  Upson  Board. 

“Therefore,  it  is  simply  a 
question  of  your  salesmen  ex¬ 


plaining  to  your  dealers  that 
they  are  in  the  same  position 
as  yourself  in  that  if  they 
want  to  have  some  wall  board 
in  their  warehouse  to  sell 
when  the  big  demand  comes 
upon  them  during  the  spring 
and  summer  building  months, 
they  must  anticipate  this  de¬ 
mand  by  placing  their  orders 
now,  for  if  they  wait  until  the 
demand  is  upon  them,  they 
cannot  purchase  Upson  Board 
nor  any  other  wall  board,  due 
to  the  oversold  condition  of 
the  wall  board  industry. 

“The  following  letter  really 
sums  up  the  whole  situation.” 

Denver,  Colo., 

Feb.  16,  1920. 

Upson  Company, 

Lockport,  N.  Y. 

Attention  Mr.  Geo.  S.  Miller. 

Dear  George  : — 

Mr.  Kirtley  has  just  succeeded 
in  making  up  a  carload  of 
Wall  Board,  totaling  nearly 
one  hundred  thousand  feet. 
This  is  practically  all  Upson  and 
we  want  you  to  know  that  the 
sales  were  made  without  quoting 
customers  a  price  or  even  making 
them  any  promises. 

It  seems  to  us  that  you  and 
your  company  should  derive  a 
great  deal  of  satisfaction  from 
this  performance.  To  us  it  indi¬ 
cates  that  not'  only  have  we  cap¬ 
able  salesmen,  together  with  the 
confidence  of  our  customers,  but 
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that  we  are  marketing  dependable 
trade  marked  satisfactory  lines, 
of  which  Upson  is  one  of  our 
leaders. 

In  making  up  this  car  Mr. 
Kirtley  switched  quite  a  few  cus¬ 
tomers  from  Square  Deal  to  Up¬ 
son,  and  we  are  glad  to  ‘say, 
picked  up  a  few  new  accounts  that 
have  in  the  past  been  using  other 
Wall  Boards.  We  will  soon  send 
you  specifications  for  this  car  and 
ask  that  you  personally  see  that 
it  is  shipped  in  its  turn  as  we  want 
to  take  the  best  care  possible  of 
these  dealers  who  have  placed 
their  confidence  in  you  and  in  us. 

Very  truly  yours, 

McPHEE  &  McGINNITY  CO. 

After  reading  this  letter 
Tom  said:  “Again,  I  see  your 
point.  I  know  that  The  Up¬ 
son  Company  is  going  to  treat 
us  just  as  fairly 
in  the  future 
as  has  always 
been  our  treat¬ 
ment  in  the  past, 
both  as  regards 
price  and  deliv¬ 
eries.  I  will 
send  you  my  or¬ 
der  with  specifi¬ 
cations  for  four 
cars  tomorrow 
to  be  shipped  at 
your  conveni- 
ence  and  at  pric¬ 
es  prevailing  on 
the  date  of  ship¬ 


ment.  When  you  have  com- 
pleted  shipment  of  the  third 
car,  you  will  be  supplied  with 
additional  orders.  In  a  word, 
I  want  to  assure  myself  of  de- 
liveries  during  the  balance  of 
1920  and  I  am  ‘sold’  that  your 
advice  and  policy  as  regards 
the  acceptance  of  orders  to  be 
invoiced  at  prices  prevailing 
on  the  date  of  shipment  is  en¬ 
tirely  equitable  and  fair.” 

I  then  bid  our  good  friend, 
Tom,  adieu  and  left  his  office 
with  the  thought  that  surely 
The  Upson  Company  has  ev¬ 
ery  reason  to  be  mighty  proud 
of  the  calibre  and  the  fair 
mindedness  of  their  distribu¬ 
tors. 


For  partitions  in  offices  and  factories , 
Upson  Board  is  especially  adaptable. 
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Easy  Money  ?  Yes  ! 

LET  me  tell  you  an  easy 
way  to  make  money. 
Maybe  you  are  doing  it 
every  day  anyhow.  If  so, 
thanks,  for  you  are  saving  us 
money  at  the  same  time. 

It's  a  simple  plan,  too — just 
use  every  piece  of  advertising 
we  send  you  in  the  most  effi¬ 
cient  way.  Xot  asking  much,  is 
it,  especially  since  it’s  sure  to 
make  money  for  you? 

You  don’t  doubt  that  ad¬ 
vertising  does  make  bigger 
sales,  more  of  them,  and  con¬ 
sequently  more  profit.  Then 
utilize  every  ounce  of  its  en¬ 
ergy.  You  will  be  surprised 
to  find  how  much  more  effi¬ 
ciently  it  works,  without  com¬ 
mission,  or  even  a  drawing  ac¬ 
count,  down  to  the  last  piece. 


The  Salesman's  Soliloquy 

It  isn’t  how  long  I  talked  by  the 
clock ; 

It  isn’t  the  distance  I  had  to 
walk ; 

It  isn’t  the  bunch  of  samples  I 
carried, 

Or  the  line  of  questions  ignored 
or  parried ; 

Or  the  way  I  bade  him  dig  in  and 
look. 

But  the  question  is — Did  he  sign 
the  book? 

The  fact  that  I  smoke  a  good 
cigar 

Will  never  carry  me  very  far ; 

And  the  fact  that  my  clothes  are 
tailor  made, 

Is  not  dead  certain  to  get  me 
trade. 

It  isn’t  the  fact  that  I  bought  him 
a  meal, 

But  the  question  is — Did  I  close 
the  deal  ? 

It  isn’t  the  way  that  I  imitate, 

(Competitor’s  goods  are  out  of 
date.) 

And  it  isn’t  the  fact  I’ve  the  gift 
of  gab, 

Or  that  I  came  in  a  taxicab — 

The  only  one  in  the  whole  blamed 
town ; 

But  the  question  is — Did  I  get 
turned  down  ? 

It  isn’t  the  money  I’ll  have  some 
day ; 

But,  what  did  I  get  for  my  last 
week’s  pay ; 

For  the  thing  that  counts,  when 
the  story  is  told 

Is — How  much  merchandise  have 
I  sold? 

And  it  isn’t  the  fact  that  I'd  like 
to  win, 

But — How  much  business  do  I 
send  in? 
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What  the  Paint  Brush  Tells 


THE  other  day,  one  of 
the  Upson  Brothers 
called  the  Editor  out  of 
his  sanctum  sanstorum  into 
the  mill  of  practical  things. 

He  mentioned  casually  that 
he  had  a  little  paint  test  he 
thought  would  interest  me, 
and  brother,  believe  me,  it 
did  interest  me. 

This  is  all  there  was  to  it : 
An  old-time  painter  was  at 
work  applying  ordinary  paint 
to  samples  of  ordinary  wall- 
board.  I  was  interested  to  no¬ 
tice  the  number  of  brush  fills 
of  paint  which  was  required 
to  cover  a  given  surface  of 
each  sample.  I  jotted  them 
down  on  a  piece  of  paper  and 
struck  an  average.  The'  re¬ 
sult  was  like  this : 

Three  samples  of  competi¬ 
tive  wall  boards,  9  sq.  feet, 


each  very  much  like  Upson 
Board  in  appearance,  required 
an  average  of  13  brushfuls  of 
paint  to  give  an  ordinary  fin¬ 
ish. 

Then  a  sample  of  Upson 
Processed  Board  containing  9 
square  feet  was  painted  to  an 
excellent  finish.  Six  Brush- 
fuls  were  required!  Some  dif¬ 
ference! 

But  when  1  gave  more 
thought  to  this  amazing  dem¬ 
onstration,  the  big  difference 
between  the  painting  surface 
of  Upson  Board  and  other 
boards  was  not  at  all  startling. 
It’s  just  what  anyone  would 
expect  who  fully  realized  the 
superior  quality  of  materials 
and  workmanship  which  gives 
to  Upson  Processed  Board  its 
many  unequalled  qualities. 


Paint  a  sample  of  Upson  Board  and 
samples  of  other  hoards.  )  oh,  too,  will 
notice  the  bii /  difference . 
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Peddling 

SOME  folks  have  an  idea 
that  a  salesman  has  a 
soft  job  these  days.  All 
he  has  to  do  is  to  hand  out 
his  card  and  receive  an  order 
in  return. 

But  the  hard  part  is  that  he 
cannot  accept  orders  just  now 
because  the  House  is  oversold. 
Why,  then,  does  the  House 
send  out  salesmen? 

To  answer  this  question,  re¬ 
call,  please,  how  glad  you 
were  to  see  your  grandfather 
when  you  were  a  little  boy. 
You  looked  forward  to  his 
visits  with  a  great  deal  of  in¬ 
terest  because  he  always  had 
time  to  “fool  with  the  kids.” 
Somehow,  things  always 
seemed  to  run  more  smoothly 
while  “grandpa”  was  there  and 
for  quite  a  while  after  he  had 
gone  away. 

It  wasn't  primarily  the  fact 
that  he  brought  you  some  lit¬ 
tle  knick-knack  in  the  .way  of 
a  present,  but  rather  because 
he  introduced  new  interests 
to  your  life  and  gave  you  a 
whole  lot  of  new  things  to 
think  about. 

Now  that  you  are  grown  up 
and  grand-dad  has  gone  to  his 


Good  Will 

reward,  some  one  must  take 
his  place  in  the  joy  visits.  If 
not,  your  view  will  become 
narrowed  through  close  hold¬ 
ing  to  the  business  grindstone. 

We  realize  that  your  big  job 
just  now  is  trying  to  obtain 
necessary  merchandise  to  run 
your  business.  You  are  offer¬ 
ing  all  possible  inducements 
to  those  who  supply  your 
needs  to  speed  up  deliveries. 
But  they  don’t  seem  to  come 
across,  and  each  day  the  neg¬ 
ative  idea  toward  them  be¬ 
comes  stronger  and  stronger. 

One  day,  in  walks  a  repre¬ 
sentative  of  one  of  these  con¬ 
cerns  and  you’re  all  set  to 
“get  some  satisfaction  or 
know  the  reason  why.” 

Well,  you  do.  He  sits  down 
and  talks  the  whole  matter 
over,  tells  you  the  situation 
with  his  Company,  mentions 
volume  of  business,  railroad 
difficulties,  labor  problems, 

•  raw  material  markets  and  all 
of  those  well-known  sources 
of  grief. 

He  shows  you  exactly  how 
his  firm  is  working  uphill  in 
the  endeavor  to  give  you  the 
best  service  possible.  He  also 
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carefully  considers  your  side 
of  the  question,  and  you  come 
to  an  understanding  and  some¬ 
how  much  of  the  weight  is 
lifted.  Two  men  have  talked 
frankly  and  have  been  drawn 
more  closely  together. 

We  call  it  “selling  Good 
Will” — that  intangible  some¬ 
thing  which  is  recognized  as 
the  basis  of  permanent  busi¬ 
ness.  Sometimes  it  can  be 
fostered  by  mail,  but  general¬ 
ly  not  for  long  when  condi¬ 
tions  are  unpleasant. 


So  please  don't  slam  the 
door  on  the  salesman  of  a 
Company  that  happens  to  owe 
you  a  shipment.  He  comes 
to  you  to  let  you  look  through 
his  eye-glasses  and  show  you 
that  he  is  willing  to  look 
through  yours. 

Our  most  valuable  asset  is 
your  good-will.  If  you  ever 
find  yourself  becoming  “left- 
handed'’  don't  decide  until  we 
can  talk  it  over,  man  to  man. 

Shipments  are  now  going 
better. 
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It's  Performance  That  Counts 


WONDERFUL  record 
— less  than  one  com¬ 
plaint  to  every  4,000,- 
000  feet  sold  and  used. 

Let's  examine  it  and  see 
what  such  performance  means 
to  you. 

For  instance,  a  particular 
friend  of  yours  comes  into 
your  office,  and  tells  you  he  is 
about  to  do  over  a  cracked 
and  crumbling  plaster  ceiling. 
Fie  wants  you  to  recommend 
a  lining  for  it  which  will 
stand  the  test  of  time  and 
which  will  forever  do  away 
with  the  mussy  inconvenience 
of  replastering  and  papering. 

\\  hat  are  you  going  to  tell 
him  ?  Use  wall  board,  of 
course  !  But  what  kind  ? 

Right  there  you  must  be 
sure  of  your  ground.  You 
must  know  that  your  recom¬ 
mendation  will  provide  him 
with  a  ceiling  of  permanence 
and  beauty.  Your  friendship 
is  at  stake — not  the  profits  of 
a  sale  alone. 

Unhesitatingly  you  say  Up¬ 
son  Board.  Why?  Because 
you  have  a  record  of  perform¬ 
ance  back  of  Epson  Board 
which  qualifies  it  as  being  the 
most  dependable  board  made 


— a  record  of  less  than  one 
complaint  to  every  4,000,000 
feet  sold  and  used ! 

Isn’t  it  indeed  a  pleasure 
these  days  of  inflated  values, 
to  be  able  to  recommend  a 
product  in  which  the  little  dif¬ 
ference  in  price  does  not 
measure  the  big  difference  in 
quality  ? 


Are  All  Businesses  Cold 
Blooded  ? 

The  Writer  Thought  So,  But 
Knozvs  Differently  now. 

THE  whole  philosophy  of 
most  businesses  rests 
on  how  employer  thinks 
of  employees  and  how  employ¬ 
ees  think  of  employer. 

I  used  to  believe  that  busi¬ 
ness,  to  be  business,  must  of 
necessity  be  cold-blooded, 
chilled  to  the  bone,  by  the  un¬ 
ending  opposition  of  employ¬ 
er  for  employees  and  vice 
versa.  Indeed,  I  carried  the 
same  unyielding  conviction 
through  two  large  corpora¬ 
tions,  even  in  the  face  of  their 
marvelous  modern  methods  to 
precipitate  industrial  unrest 
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from  their  “trouble”  confer¬ 
ences. 

^  ^  5)C 

Some  months  ago  I  found 
what  was  needed  to  make  a 
cold-blooded  business  run 
warm  with  human-ness.  I’ve 
summed  it  up  in  what  I  think 
is  the  whole  philosophy  of 
most  businesses. 

I  have  found  it  exemplified 
by  what  the  Upson  Brothers 
think  of  their  employees  and 
what  the  employees  think  of 
the  Upson  Brothers. 


I  have  found  proof  of  its 
soundness  through  the  untir¬ 
ing  fidelity  of  Upson  co-work¬ 
ers,  in  the  contentment  and 
family  spirit  everywhere  man¬ 
ifest  in  the  Upson  plant. 

And  I  have  found  the  prof¬ 
it  of  it  in  the  pleasure  and  en¬ 
thusiasm  each  member  of  the 
Upson  Family  takes  in  mak¬ 
ing  the  most  dependable  board, 
and  selling  it  in  a  way  which 
has  brought  worth-while  com¬ 
mendation  from  many  selling 
associates  throughout  the 
country. 


Upson  Fibre-Tile,  with  all  the  points  of  superi¬ 
ority  found  in  Upson  Board,  will  change  any  un¬ 
sightly  kitchen  into  one  of  beauty  and  cleanliness . 
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Cost  of  the  War 


THE  cost  of  the  great 
World  War,  direct  and 
indirect,  is  placed  at 
$337,946,179,657  by  Prof. 
Ernest  L.  Bogert  in  a  volume 
compiled  for  the  Carnegie 
Endowment  for  Internal 
Peace.  From  available  mate¬ 
rial,  the  loss  of  life,  destruc¬ 
tion  of  property  and  war  loss 
of  production  can  be  approxi¬ 
mately  estimated  in  monetary 
value,  but  no  figures  can  be 
made  to  serve  in  measuring 
the  effect  of  the  war  on  life, 
economic  well-being,  human 
vitality  and  individual  and  so¬ 
cial  activities. 

The  known  and  presumed 
dead  in  the  World  W  ar  were 
9,998,711,  with  an  estimated 
economic  cost  to  the  world  in 
the  loss  of  this  life  of  $33,- 
551,276,280. 

On  the  sea  the  sinking  of 
15,398,392  gross  tons  involved 
a  loss  of  about  $3,000,000,000 
in  shipping,  augmented  by  a 
cargo  loss  of  $3,800,000,000, 
or  a  total  tonnage  and  cargo 
loss  of  $6800,000,000. 


In  indirect  costs  the  with¬ 
drawal  of  20,000,000  men 
from  production  for  the  pe¬ 
riod  of  the  war  caused  a  loss 
of  production  of  $45,000,000. 
W  ar  relief  at  $1,000,000,000, 
and  the  $1,750,000,000  losses 
borne  by  neutral  nations  are 
also  counted  among  indirect 
costs. 

With  direct  costs  of  the 
World  W  ar  at  $186,336,637,- 
097,  and  indirect  costs  at 
$151,612,542,000,  the  total  of 
$337,946,179,657  for  less  than 
five  years  is  reached.  The 
figures  are  appalling.  The 
expenditure  of  human  life  and 
blood,  the  wastage  of  prop¬ 
erty,  the  disorganization  of  in¬ 
dustry,  commerce  and  trade, 
the  indescribable  misery  and 
lasting  poverty  to  which  mil¬ 
lions  that  survive  have  been 
subjected,  must  all  be  entered 
in  the  final  account.  Onlv  bv 

-  «r 

settling  down  to  productive 
work  can  the  world  hope  to  re¬ 
cover  from  the  ruinous  ex¬ 
haustion  of  its  resources. — 
Editorial  from  New  York 
WWrld. 
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TH  E  ambition  o  f 
the  Upson  Com¬ 
pany  is  to  make  the 
most  dependable  board 
on  the  market  and  to 
sell  it  under  the  fairest 
and  most  permanent 
Selling  policy. 


41  It  endeavors  to  make 
every  transaction  not 
only  commercially  pro¬ 
fitable,  but  personally 
pleasant. 
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1AM  the  foundation  of  all  business. 
I  am  the  fount  of  all  prosperity.  I 
am  the  parent  of  genius.  I  am  the 
salt  that  gives  life  its  savor.  I  have  laid 
the  foundation  of  every  fortune  in 
America,  from  Rockefeller's  down.  I 
must  be  loved  before  I  can  bestow  mv 
greatest  blessings  and  achieve  my  great¬ 
est  ends.  Loved,  I  make  life  sweet  and 
purposeful  and  fruitful.  I  can  do  more 
to  advance  a  youth  than  his  own  parents, 
be  they  ever  so  rich.  Fools  hate  me; 
wise  men  love  me.  I  am  represented  in 
every  loaf  of  bread  that  comes  from  the 
oven,  in  every  train  that  crosses  the 
continent,  in  every  newspaper  that 
comes  from  the  press.  I  am  the  mother 
of  democracy.  All  progress  springs  from 
me.  Who  am  I  ?  What  am  I  ?  I  am 
work.— From  the  Western  Retail  Luni 
berman. 
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Horses ,  fA?  Upson  Factory  and  Production 
Taking  Orders  when  You  Can't  Get  Immediate  Shipment 
Where  the  Upson  Smile  Comes  In 
Are  You  Selling  to  Hardware  Stores  ? 

Out  of  the  Price  Class 
Dimensions  of  the  Golden  Rule 
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Consumer  Approval 
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LESS  than  one  complaint  to  every 
4,000,000  feet  sold  and  used. 


$ 


This  is  the  consumer’s  stamp  of  approval 
placed  on  dependable  blue  center  Upson 
Board.  It  is  a  record  we  are  proud  of,  for 
it  is  proof  complete  that  Upson  Board  is 
the  most  dependable  board  made  in  Amer¬ 
ica. 


The  Upson  Company 

Fiber  Board  Authorities 

Lockpori,  New  York 
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Horses ,  the  Upson  Factory  and 

Production 


THESE  days  we  hear  so 
much  about  His  Royal 
Highness,  the  American 
workman  —  that  he  is  not 
turning  out  nearly  as  much 
work  as  he  formerly  did  or 

mJ 

that  he  is  not  up  to  his  1914 
speed.  Maybe  in  some  shops 
this  condition  is  true  but  I  am 
proud  to  say  that  no  such 
conditions  prevail  in  .the  Up¬ 
son  plant.  Take  it  from  me, 
we  are  not  fooling  ourselves 
but  know  this  to  be  a  fact. 

Our  production  during  the 
first  four  months  of  1920  was 
a  tri Hie  over  50%  greater  than 
was  our  production  during 
the  corresponding  period  last 


year.  And  remember  we  are 
not  basing  this  increased  pro¬ 
duction  on  the  dollars  and 
cents  values  today,  but  on  the 
actual  square  footage  pro¬ 
duced. 

You  may  ask  the  question 
— “How  can  this  condition  be 
possible  with  but  a  slight  in¬ 
crease  in  the  amount  of  pro¬ 
ductive  help  and  overtime  and 
with  practically  the  same 
amount  of  equipment?” 

One  might  think  that  our 
fellows  out  in  the  mill  were 
not  doing  their  best  in  1919  or 
to  say  the  least  they  are  do¬ 
ing  much  better  today. 
Wrong  again,  because  we  are 
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positively  sure  that  our  fel¬ 
lows  gave  us  the  best  they  had 
in  them  in  1919,  just  as  they 
are  doing  today.  The  answer 
is  that  we  are  getting  greater 
efficiency  in  the  manufacture 
of  Upson  Board  now  than  at 
any  other  time,  due  to  the 
elimination  of  certain  “spe¬ 
cials”  and  our  competitive 
grade  product,  Square  Deal 
Board  ;  furthermore  '  we  are 
accomplishing  more  with  the 
same  effort  thru  the  coopera¬ 
tion  of  our  foremen  and  as¬ 
sistants — there  is  better  “team 
work.” 

Unfortunately  despite  all 
of  our  increased  production, 
there  is  still  more  or  less  de¬ 
lay  in  shipments  because  in 
the  first  place  our  sales  aver¬ 
aged  during  the  last  month  in 
1919  and  the  first  two  months 
of  1920,  nearly  360%  greater 
than  our  daily  production. 

Again  we  thought  that  con¬ 
ditions  during  the  War  were 
about  as  bad  as  they  could  be. 
Those  conditions  are  not  to 
be  compared  with  the  difficul¬ 
ties  of  manufacturing  that 
have  existed  during  the  past 
six  months.  You  probably 
know  from  your  own  experi¬ 
ence  how  bad  they  have  been ! 


The  Rail  Situation  Gets  Every 
Shipper  Coming  and  Going 

The  most  critical  phase  of 
the  whole  situation,  facing 
every  business  in  America,  is 
the  “breakdown”  of  our  rail¬ 
road  systems.  The  outlaw 
switchmen’s  strike  is  largely 
responsible  for  present  con¬ 
ditions. 

Even  though  the  papers 
say  the  strike  has  been  set¬ 
tled,  the  railroads  at  every 
terminal  and  junction  point 
east  of  St.  Louis,  are  in  an 
extremely  congested  condi¬ 
tion.  It  is  almost  impossible 
to  move  any  freight  except 
food  stuffs  and  fuel.  And  it 
is  equally  impossible  to  fore¬ 
tell  how  long  it  will  be  before 
the  railroads  will  be  again  in 
a  position  to  handle  traffic 
normally. 

This  congestion  delays  in¬ 
coming  raw  materials.  It 
holds  back  our  shipments  of 
finished  products.  In  fact  it 
put  us  back  weeks  in  our 
schedule  as  it  did  every  other 
manufacturer. 

We  Are  Trying  to  Play  Fair 

Some  manufacturers  may 
be  tempted  in  these  days  when 
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demand  exceeds  supply  to  be 
arbitrary  with  their  trade,  but 
it  is  our  earnest  desire  to 
avoid  anything  that  even 
savors  of  arbitrariness  either 
in  our  letters  or  our  telephone 
conversations.  \Ye  want  you 
and  all  the  trade  to  realize 
that !  YYe  well  know  that  we 
will  want  all  the  business  we 
can  get  in  the  future,  for 
present  conditions  cannot  last 
forever. 

Wc  Are  Filling  Orders  in 
Rotation 

As  we  have  said  before,  we 
have  been  filling  orders  as 
nearly  in  rotation  as  stock 
conditions  will  permit. 

YYe  are  alloting  board  to 
jobbers  and  dealers  as  well  as 
to  territories  according  to 
past  purchases.  It  is  our  aim 
in  this  way  to  give  all  of  our 
friends  in  the  trade  some 
board  to  sell. 

The  sincerity  of  our  inten¬ 
tion  is  reflected  by  our  refus¬ 
ing  to  accept  new  business  for 
more  than  six  months.  And 
by  shipping  car  after  car  at  a 
material  loss,  we  have  actually 
sacrificed  many  thousands  of 


dollars  which  we  might  have 
made  had  we  cared  to  sell  that 
same  board  at  prices  offered 
to  us.  Buvers  are  freelv  of- 
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fering  premiums  of  $2,  $3  and 
$4  a  thousand  over  current 
prices  for  immediate  ship¬ 
ment. 

It  is  difficult  to  make  defin¬ 
ite  promises  regarding  ship¬ 
ments  because  of  the  critical 
railroad  conditions.  Often 
times,  embargoes  have  pre¬ 
vented  us  from  shipping  to 
certain  points  for  weeks  at  a 
time. 

We  just  want  you  to  realize 
that  the  conditions  which  have 
affected  deliveries  of  orders 
have  been  entirely  beyond  our 
control.  Xo  organization  in 
the  country,  we  believe,  has 
tried  harder  to  give  service 
and  to  play  the  game  fair. 

We  know  a  brighter  day  is 
not  far  distant  and  then  pro¬ 
duction  is  going  to  gradually 
climb  upward  and  upward. 

Another  six  or  eight  weeks 
will  see  our  new  pulp  produc¬ 
ing  unit  in  operation  which 
will  naturally  help  to  relieve 
the  whole  situation.  In  the 
meantime  we  are  working 
overtime  and  we  are  putting 
forth  every  possible  effort  to 
speed  up  deliveries. 
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Other  Contingencies  Beyond 
Our  Control. 

In  addition  to  the  railroad 
situation  every  manufacturer 
has  his  ozon  peculiar  problems 
as  a  result  of  the  abnormal 
times. 

In  our  case,  one  of  our  as¬ 
sociated  ground  wood  mills  in 
Canada  had  a  complete  walk¬ 
out  of  employees  the  first 
week  of  April.  The  men  were 
out  for  six  weeks.  While 
they  are  back  at  work  now, 
the  loss  of  more  than  a 
month’s  production  from  this 
one  mill  naturally  put  a  dent 
into  our  usual  supply  of  raw 
material. 

And  there  have  been  other 
conditions  beyond  our  con¬ 
trol!  Orders  during  the  past 
nine  months  due  to  unprece¬ 
dented  building  have  run 


400%  to  600%  greater  than 
ever  before. 

Beginning  in  November, 
embargo  has  followed  embar¬ 
go  on  different  railroads  mak¬ 
ing  it  impossible  to  move  cars 
for  days  at  a  time. 

The  congestion  of  transpor¬ 
tation  has  made  it  an  almost 
Herculean  feat  to  move  cars 
with  any  speed  over  the  rails 
once  they  are  started.  Many 
cars  are  in  transit  six.  seven, 
eight  and  nine  weeks. 

Low  water  in  Canada  early 
in  the  year  as  a  result  of  light 
snow  fall  made  it  impossible 
to  obtain  full  production  of 
the  grinders. 

In  spite  of  these  obstacles, 
we  are  now  slightly  over  50% 
ahead  of  shipments  for  the 
corresponding  months  of 
1919.  Yet  we  are  under  the 
quota  established  on  January 
1st  for  the  current  vear. 
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Taking  Orders  when  You  Cant  Get 
Immediate  Shipment 


HAS  the  thought  ever 
struck  you  that  one  of 
the  most  conspicuous, 
deeply  -  rooted,  never  -  failing 
and  doggone  things  about  hu¬ 
man  nature  that  sticks  out 
like  a  “sore  thumb”  is  the 
fact  that  folks  generally  want 
what’s  scarce  and  hard  to 
get  ? 

For  instance — the  ticket  to 
a  World  Series  game.  You 
stand  in  line  for  hours  to  get 
it,  then  lay  down  your  ten- 
spot  with  a  grin  of  joy. 

Or  again,  that  little  girl  you 
married — was  she  the  girl  that 
kept  turning  you  down  and 
made  you  tear  your  hair  for 
fear  someone  else  might  get 
her?  She  was!  The  girl  had 
you  SOLD  on  ,  her  particular 
line — no  “substitutes”  or  “just 
as  good”  would  do. 

And  so  it  goes  with  every¬ 
thing.  If  a  thing  is  DESIR¬ 
ABLE  enough,  we’ll  stand  in 
line  for  hours,  pay  our  “ko¬ 
pecks”  in  bushels,  do  anything 
under  the  sun  to  get  it  and 
then — we’ll  be  proud  as  King¬ 
dom  Come  that  we’ve  got  it. 

17 


What  makes  a  thing  desir¬ 
able?  Well  lots  of  times  it’s 
knowing  that  the  other  fellow 
wants  it  too. 

At  least  we  have  observed 
that  it  works  out  just  about 
that  way  with  good  old  DE¬ 
PENDABLE  Upson  Board. 
We  have  always  tried  to  make 
the  most  DURABLE  —  the 
most  DEPENDABLE  wall- 
board  in  America  and  judging 
by  the  volume  of  orders  which 
we  have  received  during  the 
past  ten  months,  I  would  say 
that  our  effort  to  make  the 
best  has  been  rewarded. 

Anyway  we  do  know  that 
there  is  no  other  wallboard 
made  that  even  approaches 
the  wonderful  efficiency  rec¬ 
ord  of  Upson  Board  of  less 
than  one  complaint  to  every 
four  million  square  feet  sold 
and  used.  You  know  that 
Upson  Board  is  the  highest 
QUALITY  wallboard  made — 
and  it  would  seem  as  tho  most 
everybody  else  knows  it  too. 

If  you  were  to  start  con¬ 
struction  on  that  brand  new 
“dream”  home  of  vours  today, 
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An  U  psonized  Store  is  a  Modernized  Store 


wouldn’t  you  be  willing  to 
wait  four  months  yourself  to 
get  Upson  Board  instead  of 
taking  some  other  “just  as 
good  wallboard”  that  you 
could  pick  up  today? 

Xow  that’s  just  where  many 
a  keen,  far-sighted  Upson 
selling  associate  is  “cashing 
in”  on  what  seems  like  a  dis¬ 
advantage — our  shortage  of 
product. 

This  aggressive  salesman 
SELLS  a  man  on  Epson 
Board — makes  him  see  this 
dependable  board  just  as  he 
sees  it — makes  him  want  it 
just  as  badly  as  he  wants  his 
next  month’s  pay  and  the  fact 
that  we  are  all  sold  out  adds 
just  that  much  more  “pepper” 
to  the  sauce. 


“Yes,  Upson  Board  is  aw¬ 
fully  hard  to  get — you  will 
have  to  wait.  They’ve  doubled 
and  trebled  and  quadrupled 
production.  They  are  build¬ 
ing  a  big  new  pulp  converting 
unit  costing  in  the  neighbor¬ 
hood  of  a  million  and  a  half 
dollars  which  will  make  the 
Eqjson  plant  the  largest  wall- 
board  mill  under  one  roof  in 
America,  but  people  know 
that  nobody  else  makes  wall- 
board  as  DE^RABLE  and  as 
DEPENDABLE  as  the  Up- 
sons,  so  they  keep  piling  ’em 
with  orders  and  are  glad  to 
wait  if  they  can  only  get  the 
stuff. 

Maybe  in  a  couple  of 
months  I  can  get  your  board 
thru  for  vou  if  you  order  it 
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today.  Of  course  you  have 
waited  some  years  already  to 
build  this  home  and  I  know 
that  the  best  is  none  too  good 
for  you  so  I  don’t  think  you’ll 
mind  waiting  three  or  four 
months  more,  especially  when 
you  SEE  WHAT  '  YOU 
GET.” 

And  human  nature  is  such 
that  the  customer  becoming 
thoroughly  sold  on  the  article 
— which  is  the  only  way  a 

■j  j 


true  sale  is  ever  made — is 
willing  and  glad  to  wait  for 
his  Upson  Board.  And  once 
arrived,  it’s  his  proudest  pos¬ 
session. 

Just  now  the  dark  clouds  of 
“sold  out”  are  hanging  heavy 
on  the  horizon  but  the  honest- 
to-goodness  salesman  is  busy 
opening  up  those  old  clouds 
with  convincing  arguments 
and  shaking  the  silver  linings 
gently  into  his  own  pocket. 
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Where  Credit  Belongs 

T  is  not  the  critic  who  counts;  not  the  man 
who  points  out  how  the  strong  man 
stumbles ,  or  where  the  doer  of  deeds 
could  have  done  them  better. 

The  credit  belongs  to  the  man  who  is 
actually  in  the  arena,  whose  face  is  mar¬ 
red  by  dust  and  sweat  and  blood. 

Who  strives  valiantly. 

Who  errs  and  comes  short  again  and  again,  because 
there  is  not  effort  without  error  and  short-comings ; 
but  who  does  actually  strive  to  do  the  deeds. 

Who  knows  the  great  enthusiasm,  the  great  devotion. 

Who  spends  himself  in  a  worthy  cause. 

Who  at  the  best  knows  in  the  end  the  triumph  of 
high  achievement ;  who  at  the  worst,  if  he  fails,  at  least 
fails  while  daring  greatly,  so  that  his  place  shall  never 
be  with  those  cold  and  timid  souls  who  know  neither 
victory  nor  defeat. — Theodore  Roosevelt. 


What-do-YOU  make 


Money  ?  Yes.  Fr 
It  all  depends  on 


No  dealer  can  afforc 
ness.  The  loss  of  one 
but  future  business  is 


Bv  the  tests  here  men 
itself  the  strongest  fibe 
This  extra  strength  mt 
greater  satisfaction  to  t 

'‘Less  than  one  comp 
presses  tersely  the  reas 
complimentary  remarks, 
son  why  the  gospel  of 
Sell  your  friends!  T1 
their  friends. 


It  means  an  endless 


Simply  by  breaking  a  sam¬ 
ple  of  Upson  Board  with 
your  fingers  you  will  realize 
that  it  is  stronger ! 


By 

other 


of 


breaking  samples 
boards  in  the  same 
manner  at  the  same  time 
you  will  quickly  see  it  takes 
more  muscle  to  break  Upson 
than  any  other  Board  in  the 
field. 


The  above  picture  is  of  a 
scientific  testing  machine 
that  puts  these  plainly  evi¬ 
dent  facts  in  exact  figures. 
By  means  of  a  rising  dia¬ 
phragm  samples  of  fiber 
products  are  broken  and  the 
amount  of  necessary  pres¬ 
sure  indicated  on  a  dial. 
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This  test  gives  the  break¬ 
ing  point  of  Upson  Board  as 
approximately  375  lbs.  per 
sq.  inch.  Upson  Board,  you 
will  note,  is  much  stronger 
than  other  wall  boards. 

The  machine  is  the  Stand¬ 
ardized  Tester  of  the  trade 
as  wrell  as  the  U.  S.  Gov¬ 
ernment  and  is  known  as 
The  Mullen  Tester. 


MERCHANDISE  THAT  MOVES  IS  W1 

No  department  of  your  business  pays  a  pr 
have  to  be  shovelled  out  from  under  shelf-dust 
head.  Quick  moving  items  are  the  ones  that  rr 

To  make  your  street  address  headquarter 
ard  of  Upson  Board  are  absolutely  necessary. 


not  price. 
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LOOK  FORME! 
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If  you  sell  a  cheap  wall  boarr 
you  may  probably  make  money — s 
for  a  cheap  business.  The  “cheai 
tation  you  have  shunned.  “The  lea 
Service  Store”  more  correctly  d 
operate. 

With  Upson  Board,  you  are  t; 
direction.  To  know  that  you  are 
customers  the  kev  to  assured  sat! 


LOOK  FOR  THE 


jon  your  Wall'Board  ‘ 


r|j  ds  ?  Yes ,  probably . 
i wiat  line  you  carry. 

lose  a  friend  in  busi- 
e  might  not  be  suicidal, 
r  stake. 

r.  ied,  Upson  Board  proves 
■ooard  made  in  America, 
tfe  greater  dependability — 
tL  consumer. 

[Cnt  to  4,000,000  feet”  ex- 
dealers  receive  so  many 
This  feeling  is  the  rea- 
pson  spreads  so  rapidly, 
will  suggest  Upson  to 


iin  of  profit  to  vou. 


•HOARD 


: 


T  MAKES.  FUTURE  BUSINESS  GOOD. 

:  if  it’s  busy  only  intermittently.  Goods  that 
/er  really  pay.  Dust  is  the  worst  kind  of  over- 
no?  A-l  Ratings. 

-or  pleased  patrons  products  of  the  high  stand- 
The  come-back  for  more  is  the  result  of  quality, 

r  in  fact  a  cheap  anything  else, 

-URST.  But  you  are  not  looking 
ohn  store”  has  ever  been  a  repu- 
g  Building  Material  and  Building 
ribes  the  business  you  wish  to 


lg  a  long  step  forward  in  that 
mulling  Upson  Board  gives  your 
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In  making  any  product 
from  shredded  wood  fibers  it 
is  necessary  to  obtain  them 
of  sufficient  length  to  inter¬ 
twine  tightly  together. 

Their  ability  to  form  a 
continuous  and  unbroken 
mass  depends  upon  their 
length  and  strength.  These 
things  about  fibers  are  an 
interesting  study  with  the 
microscope. 

In  testing  a  fiber  product 
for  ordinary  purposes,  how¬ 
ever,  the  expert  makes  a 
still  more  thorough  test  by 
using  the  machine  pictured 
above.  This  tears  fiber  prod¬ 
uct  apart  and  indicates  on  a 
dial  the  amount  of  force  re¬ 
quired. 

Fiber  Boards 
both  with  and 
grain.  In  both  of  these  Up¬ 
son  shows  strength  far  above 
all  competitors  just  as  it 
does  in  the  other  test  men¬ 
tioned  on  this  page.  The 
longer  and  stronger  fibers 
from  which  each  panel  is 
made  are  the  reason  this  test 
speaks  so  favorably  for  Up¬ 
son  Board. 


are  tested 
against  the 
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Where  the  Upson  Smile 
Comes  In 

TO  all  who  do  not  know 
us  well  the  “smile”  in 
Upson  Smiles  will  seem 
to  have  vanished  in  this  issue 
to  give  place  to  facts  and 
figures. 

Such  is  not  the  case — for 
behind  the  clouds,  the  sun’s 
still  shining. 

The  one  big  thing  we  want 
to  get  across  to  you  in  this 
issue  is  this — 

That  above  everything  else 
we  want  you  to  understand 
and  appreciate  the  continuous 
series  of  circumstances  which, 
in  our  way  of  thinking,  are 
trying  to  keep  us  from  giving 


you  the  fullest  measure  of 
service  on  the  deliveries  of 
Upson  Products. 

And  further — 

We  want  you  to  be  fully  in¬ 
formed  as  to  the  extraordin¬ 
ary  measures  we  are  taking  to 
give  to  Upson  Service  the 
same  high  standard  of  quality 
which  gives  to  Upson  Board 
its  unrivaled  leadership. 

Despite  every  condition  and 
circumstance,  we  of  the  Up¬ 
son  Family  here  in  Lockport 
are  happy  enough  to  smile — 
we  are  garnishing  our  troubles 
with  a  grin,  and  seasoning 
them  with  carefully  planned 
and  continuous  hard  work  to 
smooth  the  way  for  bigger 
and  better  Upson  Board  busi¬ 
ness  for  you. 

For  we  believe  that  happi¬ 
ness  is  the  biggest  profit  from 
business,  and  that  we  above 
everyone  else  should  be  hap¬ 
py,  for  is  not  blue  the  color 
of  happiness,  and  is  not  the 
center  of  Upson  Board  blue? 

Let’s  all  of  us  live  up  to 
the  sentiment  of  the  color  of 
our  trade  mark. 

The  big,  new  plant  will 
soon  help  us ! 
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Are  You  Selling  to  Hardware  Stores  ? 


SALESMAN  came  into 
my  office  this  after- 
noon.  As  salesmen  us¬ 
ually  do,  he  left  with  me,  be' 
sides  a  good  cigar,  a  selling 
idea.  It’s  a  good  one,  and 
every  Upson  distributor  can 
use  it  to  distinct  advantage. 

Here’s  what  he  says : 

‘Tin  not  satisfied  to  sell 
only  the  lumber  and  building 
trade  in  each  of  my  big 
towns.  Their  business  is  the 
leader,  of  course,  but  the 
hardware  stores  run  a  close 
second.  So  every  time  I  find 
a  moment  on  my  hands  I  util¬ 
ize  it  by  calling  upon  every 
hardware  dealer  within  a 
working  distance.  I  take  suf¬ 
ficient  time  to  tell  my  story 
about  Upson  Board,  leave 
them  some  literature,  and  tell 
them  where  they  can  get  their 
needs  supplied.  Of  course,  if 


they  want  to  give  me  an  order, 
I  take  it  thankfully,  but  I  do 
not  press  my  case  as  strongly 
as  I  do  in  the  case  of  the  lum¬ 
ber  and  building  supply  deal¬ 
ers.  I  leave  them  with  good 
strong  Upson  Board  selling 
arguments  and  let  the  force  of 
time  bring  them  to  terms. 

And  you  would  be  surprised 
at  the  large  number  who  soon¬ 
er  or  later  come  across  with 
an  order.  Fact  is,  five 

out  of  every  ten  hardware 
dealers  at  some  time  or  other 
place  an  order  with  my  com¬ 
pany  for  Upson  Board. 

It’s  good  business,  too. 
Hardware  dealers  are  gener¬ 
ally  good  business  boosters, 
and  their  keenness  for  adver¬ 
tising  co-operation  soon  car¬ 
ries  their  Upson  Board  busi¬ 
ness  far  beyond  their  expec¬ 
tations. 
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Out  of  the 

DO  your  customers  ever 
hold  up  their  hands  in 
horror  and  tell  you 
your  prices  are  way  high,  and 
inform  you  of  low  prices 
quoted  by  the  man  around 
the  corner?  Your  answer  is, 
of  course,  “Quality” 

Suppose  you  take  a  walk 
down  [Main  Street  in  your 
town  to  see  how  other  folks 
handle  the  price  and  quality 
question. 

The  shoe  dealer  says,  “I 
can  get  more  for  Xettleton 
Quality  Shoes  than  I  can  get 
for  Poor’s  Quality.” 

The  grocer  says,  “I  can  get 
more  for  Pillsbury’s  Best 
than  I  can  for  Doubtful’s 
Qualify  flour.” 

The  butcher  says,  “I  can  get 
more  for  Porterhouse  than  I 
can  for  Round  steak.” 

The  lumberman  says,  “I 

can  get  more  for  oak  than  for 

•  ?  * 
pine. 

And  so  on. 

Look  over  the  list  and  see 
whether  or  not  the  various 
articles  mentioned  in  pairs  are 
not  intended  for  approxi¬ 
mately  the  same  purpose,  but 
each  is  sold  on  its  individual 
merit. 


Price  Class 

Well  then,  why  not  sell  wall 
board  by  class?  If  various 
prices  rule  for  various  grades 
of  goods  in  your  neighbors’ 
businesses,  why  let  your  cus¬ 
tomer  “kid”  you,  or  why 
“kid”  yourself  about  the 
things  you  sell  ? 

Show  ’em,  brother !  The 
difference  in  quality  is  so  ap¬ 
parent  in  L^pson  Board  you 
can  appeal  to  every  one  of  a 
man’s  five  senses,  with  the 
possible  exception  of  taste. 

Let  him  merely  look  at  a 
sample.  If  familiar  with  other 
boards  he  will  be  quick  to  see 
the  difference.  Throw  a 
sample  on  the  floor  to  let  him 
hear  the  woodlike  “ring.”  Let 
him  feel  the  smooth  surface 
and  firm  compactness  of  L^p- 
son  Board.  Let  him  try  its 
strength  by  breaking  a  sample. 
Let  him  swell  the  pure  wood 
fibers  and  the  pleasing  gums 
and  oils  impregnated  through¬ 
out  the  fibers. 

Then  appeal  to  their  sense 
of  common-sense  and  tell  ’em 
the  whys  and  wherefores  of 
the  L^pson  process  in  produc¬ 
ing  the  board  which  you  have 
allowed  to  speak  for  itself 
through  eye,  ear,  nose,  or 
finger. 
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Show  ’em  how  it  is  possible 
to  erect  a  permanent  wall  or 
ceiling’  with  Upson  Board. 
Show  ’em  why  there  is  no 
upkeep — once  up,  always  up. 
Show  ’em  that  because  it  is 
not  spongy  it  will  not  drink 
paint.  Call  their  attention  to 
the  paint  tests  outlined  in  our 
literature.  Or  better  still, 
make  a  little  test  with  paint 
for  the  benefit  of  your  “doubt¬ 
ing  Thomas”  customer. 

This  last  one  always  “gets 
’em”,  for  no  one  cares  to 
paint  a  honeycomb  at  present 
prices  when  they  can  just  as 
well  paint  a  non-absorbent 
surface.  Show  ’em  in  dollars 
and  cents  just  where  they  will 
actually  save  money  by  buy¬ 
ing  Upson,  even  though  it 
costs  a  little  more. 

The  first  man  to  convince 
of  the  soundness  of  the 
above,  is,  of  course,  your¬ 
self.  If  you  have  alreadv  done 
so,  it’s  time  to  be  graduated 
into  the  world  of  those  who 
are  willing  to  pass  a  good 
thing  along.  Don’t  be  a  clam  ! 
Tell  the  other  fellow. 

In  your  position  of  Build¬ 
ing  Advisor  for  your  commun¬ 
ity  you  have  a  fine  chance  to 
profit  while  you  preach.  For 
if  you  are  as  good  a  preacher 
as  your  business  accomplish¬ 


ments  indicate  you’ll  be  mak¬ 
ing  deliveries  and  ringing 
your  N.  C.  R.  during  the  en¬ 
tire  sermon. 

For  remember  —  The  Up¬ 
son  Company  maintains  a 
policy  of  dealer  protection 
and  practical  co-operation  that 
assists  materially  in  the  X.  C. 

mJ 

R.  calisthenics.  Price  never 
enters  into  Upson  selling  talks 
for  the  distinct  advantages  are 
so  apparent  and  the  saving  in 
final  expense  is  so  plain  that 
wide-awake  builders  are  quick 
to  order  freely. 

And  you  need  never  reduce 
your  price  to  meet  competi¬ 
tion,  for  there’s  no  such  ani¬ 
mal  in  the  entire  wall  board 
pasture.  Upson  dealers  have 
the  pleasure  of  selling  at 
their  regular  price  with  no 
occasion  to  cut.  And  it 
stands  to  reason  that  a  great¬ 
er  profit  is  sure  to  flow  to 
dealers  who  are  exempt  from 
that  nuisance. 

So,  follow  the  lead  of  the 
thousands  of  aggressive  deal¬ 
ers  who  are  saying,  “Upson 
Board”  instead  of  simply 
“wall  board.”  Remember  it 
has  a  real  influence  on  your 
balance  sheet,  and  the  great¬ 
er  the  stock  you  carry  the 
greater  your  opportunity  to 
profit. 


Dimensions  of  the  Golden  Rule 


LATELY  the  scientific 
world  has  been  display¬ 
ing  awakened  interest 
in  that  old  subject — the  fourth 
dimension. 

An  eminent  leader  in  scien¬ 
tific  investigation  has  ad¬ 
vanced  a  new 
theory  leading 
up  to  the  deduc¬ 
tion  that  t  i  m  c 
is  the  extra  di- 
m  e  n  s  i  o  n  for 
which  philosoph¬ 
ers  have  search¬ 
ed  so  many  cen¬ 
turies.  In  his 
work,  he  has 
weighed  beams 
of  light,  figured 
out  new  curves 
of  reflection  and 
done  a  lot  of 
wonderful  things  that  may  or 
may  not  affect  the  H.  C.  L. 

One  of  his  deductions  is 
that  a  given  standard  of 
measurement,  like  the  yard  or 
meter  actually  varies  in  length 
with  change  of  direction,  be¬ 
ing  longer  when  placed  hori¬ 
zontally  than  when  standing 
perpendicularly,  or  perhaps 
the  reverse.  At  any  rate,  the 


established  standards  of  di¬ 
mension  are  shot  to  shreds  by 
this  Professor,  proving  that 
our  man-made  standards  are 
only  temporary  at  the  best. 

It,  therefore,  becomes  ne¬ 
cessary  to  locate  a  standard 

we  can  know  to 
be  permanent. 
Such  a  standard 
must  begin  be¬ 
fore  the  creation 
af  perishable  ele¬ 
ments  —  m  ust 
last  after  all  per¬ 
ishable  matter 
has  disappeared. 
Weight  it  must 
have;  length, 
breadth  and 
thickness  must 
be  a  part  of  it ;  it 
cannot  be  elastic. 

This  means  its  source  must 
be  higher  than  man ;  its  stable¬ 
ness  above  the  control  of 
human  legislation.  In  short, 
the  Golden  Rule  coming  from 
Heaven,  extending  through 
eternity  is  the  only  possible 
standard  of  measurement  for 
all  our  transactions,  whether 
in  business  or  otherwise. 

“All  things  whatsoever  ye 


What  v:e  say 
about  the  Golden 
Rule  embraces 
business  in  every 
form. 

Its  dimensions 
are  all  inclusive , 
just  the  size  need¬ 
ed — the  standard 
of  all  measure¬ 
ments. 
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would  that  men  should  do  to 
you,  do  ye  even  so  to  them.” 
It’s  the  most  practical  meas¬ 
urement,  the  most  satisfactory 
handle  for  any  tool  with  which 
we  shape  our  lives  or  business. 

In  our  sales  work,  we  need 
no  other  instruction.  Wheth¬ 
er  we  are  describing  our 
goods,  quoting  prices,  or  ar¬ 
ranging  the  service  details,  we 
get  our  complete  dimensions 
from  the  little  all-embracing 
measuring  stick  first  intro¬ 
duced  by  the  Carpenter's  Son. 

The  folks  who  make  their 
goods  good  enough  for  their 
own  use,  sell  them  at  prices 
that  express  their  true  value 
and  handle  each  little  detail 
for  the  other  fellow  just  as  if 
it  was  being  done  for  them¬ 
selves,  are  the  folks  who  show 
evidence  of  knowing  this  won- 
derful  standard. 


Read  all  the  authorities  you 

s' 

wish  on  the  subject  of  sales¬ 
manship.  And  I  believe  you 
will  find  them  summed  up  in 
that  single  golden  sentence. 
Put  your  proposition  in  terms 
of  the  other  fellow’s  view¬ 
point,  do  it  sincerely  and  hon¬ 
estly,  and  he’s  glad  to  come 
across.  Put  it  the  other  way 
round,  so  that  the  only  side  he 
sees  is  your  own  selfish  part, 
and  it  doesn't  look  good. 

All  business  is  simply  sales¬ 
manship  applied  to  some  par¬ 
ticular  operation.  What  we 
say  about  the  Golden  Rule 
embraces  business  in  every 
form.  Its  dimensions  are  all- 
inclusive,  just  the  size  needed 
— the  standard  of  all  measure¬ 
ment. 

How  does  my  work  register 

j  o 

according  to  that  stick  ?  Ask 
yourself  that  question. 


: 


Most  Men  Fail  in 

Business 


MftiYF  of  them  have  ability  and  courage 
and  deserve  to  win.  But  they  either  don’t 
know  or  will  not  believe  that  business  is  a 
science — that  there  are  certain  well-defined  prin¬ 
ciples  which  must  be  studied  and  learned  and  put 
into  practice. 

They  guess.  They  jump  at  conclusions . 

.  They  refuse  to  accept  established  facts  but  in¬ 
sist  upon  learning  through  their  own  experience 
and  pay  the  price  for  their  obstinacy.  The  time 
may  come  when  would-be  merchants  will  be  re¬ 
quired  to  prove  their  fitness  for  the  job.  Mean¬ 
while,  there  are  fortunes  to  be  icon  by  the  men 
who  accept  selling  as  a  science;  who  are  willing 
and  eager  to  learn;  who  prepare  thoroughly  and 
begin  where  other  men  leave  off. 

They  will  make  progress.  They  will  blaze  new 
trails.  *  They  will  revolutionize.  Because  their 
lives  ivill  not  be  spent  in  useless  duplication  of 
effort. 
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The  most  dependable;  Wall  Board  made  in 
V  America 


Less  than  '  one  complaint  to  every 
>  4^000,000  feet  soid  and  used 


The  LITTLE  difference  in  price  does  not 
measure  the  BIG  difference  id  quality 
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THE  UPSON  WATCH 

DOGS 

;  *8? 

r 

DNE  stands  right  at  the 
machine  closely  inspect¬ 
ing  every  finished  panel  of 
Upson  Board. 

Another  closely  inspects  the 
raw  material  in  the  ware¬ 
house. 

Another  watches  the  machine 
closely  to  see  that  number 
one  watch  dog  can’t  send  any 
panels  back. 

These  are  only  three  of  the 
men  who  work  for  your 
protection  to  make  sure  your 
panels  are  real  Upson  quality. 
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What  is  a  Fair  Price? 


n  these  days  of  rapidly 
changing  values  it  is 
hard  to  say  just  how 
much  we  should  pay  and  we 
ask  what  is  a  fair  price? 

■Hit  is  the  amount  a  seller  has  a 
moral  right  to  ask  for  some¬ 
thing  he  has  to  dispose  of.  It  is 
more  than  money  because 
money  has  a  changing  value. 
It  is  more  than  service  because 
service  is  gauged  by  our  per¬ 
sonal  capacities.  Money  and 
service  have  no  reference  to  the 
viewpoint  of  the  other  party 
to  the  transaction. 

He  thinks  he  can  afford  to 
give  perhaps  more,  perhaps 
less  than  I  can  afford  to  take. 
His  appraisal  of  the  value  and 
mine  are  possibly  different. 
Ordinarily,  he  may  not  know, 
may  not  care,  what  it  cost  me 
to  prepare  the  commodity.  His 
estimate  is  based  upon  its 
usefulness  to  him. 


H  To  be  fair,  a  price  must 
consider  both  sides  of  the 
counter  with  selfishness  re¬ 
moved.  Let  us  refer,  to  that 
great  Storehouse  of  Wisdom, 
the  Bible.  “  Whatsoever  ye 
would  that  men  should  do  to 
you,  do  ye  even  so  to  them.” 

f[  Suppose  I  am  marketing 
my  hands  or  brains.  Some  one 
needs  one  or  the  other  in  his 
business  organization.  I  know, 
roughly,  what  it  has  cost  in 
years  and  experience  to  train 
these  members.  The  prospective 
buyer  is  interested  only  in  the 
fact  that  they  are  trained.  His 
estimate  is  based  on  what  that 
training  will  earn  for  him.  And 
so  we  quibble.  How  can  we  de¬ 
termine  a  fair  price  for  such  an 
abstract  commodity? 

fi  I  want  him  to  pay  me  prices 
that  will  keep  me  comfortable 
and  take  away  the  ghosts  of 
worry. 
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!fHe  is  entitled  to  a  living 
wage  plus  interest  on  his  invest¬ 
ment.  Why  not,  therefore,  let 
each  of  us  make  a  clean  breast 
of  it  to  the  other.  complete 
understanding  at  the  outset 
will  mean  closer  work  when  we 
get  together. 

If  With  products  of  commerce 
the  same  rule  will  apply.  I  have 
Upson  Board  to  sell.  You  are 
interested  in  it  for  some  work 
you  are  planning.  As  I  talk  to 
you  I  have  my  cost  sheets 
before  me.  I  also  am  conscious 
of  my  obligations  to  the  stock¬ 
holders  of  the  Company.  They 
have  furnished  the  money  that 
makes  Upson  Board  a  com¬ 
mercial  possibility  and  are 
entitled  to  a  reasonable  return 
on  their  investment. 

*[  You  also  have  figures.  You 
have  taken  the  trouble  to 
analyze  different  markets  and 
know  what  various  wall  linings 


will  cost.  You  are  more  or  less 
familiar  with  their  utility  and 
have  practically  decided  to  use 
Upson  Board.  You  know  how 
closely  the  building  will  come 
to  original  estimate.  You  have 
spent  more  money  than  you 
had  planned  and  are  anxious 
to  save  all  possible  on  the 
wall  £©► 

If  So  here  we  are  with  our 
figures  on  the  table,  each  look¬ 
ing  at  the  other  fellow’s  propo¬ 
sition.  I  can’t  profit  unless  you 
do.  Hence  I  must  sell  my  goods 
to  prove  profitable  to  you.  On 
the  other  hand  you  are  willing 
to  allow  me  costs  and  a  little 
more.  This  makes  it  easy  to 
agree  on  a  price  and  we  do  so 
without  discussion. 

If  Such  an  arrangement  is 
possible  because  both  parties 
are  satisfied.  The  price  is  fair 
because  it  considers  “  Him 
that  gives  and  him  that  takes.” 
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The  Golden  Rule 

Applies  to  opportunities  as  well  as  to  men  and 
women;  we  should  treat  opportunities 
as  we  would  have  them 
treat  us. 
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One  More  Sale  on  Quality 


Dur  part  of  New  York 
State  is  more  or  less 
a  garden  spot  as  well  as 
an  orchard. 

r  Farmers  up  this  way  raise 
melons  to  a  considerable  ex¬ 
tent.  There  are  small  melons, 
large  melons,  yum-yum  mel¬ 
ons,  tasteless  melons,  disap¬ 
pointing  melons  and  pleasant 
surprises. 

r  One  man  decided  last  year, 
he  would  raise  some  real 
Honest  -  to  -  Goodness  melons 
and  attempt  to  let  the  world 
know  who  did  it.  His  main 
business  is  raising  peaches.  It 
takes  a  few  years,  you  know, 
for  a  young  peach  orchard  to 
begin  bearing.  He  had  a 
young  orchard  of  this  nature, 
so  decided  to  experiment  with 
melons  and  get  something 
from  the  land  while  the  trees 
were  growing. 

f  Itisn’t  a  very  large  patch  but 
he  made  S6000.  This  year  he  is 
repeating  on  the  same  land. 
f  How  did  he  do  it?  I  called 
recently  to  find  out  without 
asking  questions  and  witnessed 
some  real  salesmanship.  Melons 
can  be  bought  in  this  country 
for  anywhere  from  four  cents 
up  to  twenty-five,  depending 
on  size.  Mr.  Dickinson  doesn’t 


say  anything  about  price  but 
selects  a  small  melon  at  ran¬ 
dom,  cuts  it  and  allows  you  to 
taste.  He  also  shows  you  a  great 
array  of  “  culls  ”  which  he  will 
not  sell  at  any  price.  Tells  you 
they  have  no  more  flavor  than 

j 

so  many  pumpkins. 
r  He  impresses  you  with  his 
honest  desire  to  give  you  melons 
as  good  as  the  one  you  sampled 
which,  by  the  way,  is  splendid. 
When  you  come  to  buy,  the 

J  J  s 

price  is  anywhere  from  ten 
cents  to  seventy-five.  But  you 
are  so  completely  “  sold  ”  the 
price  does  not  worry  you  at  alL 
You  go  away  feeling  confident 
your  breakfast  melon  will  be  a 
treat,  not  a  catastrophe. 
f  And  incidentally  he  has 
become  locally  famous  as  a 
grower  of  superior  melons.  His 
prices  bring  a  nice  profit. 
€  This  is  only  one  more  instance 
of  quality  goods  and  quality 
merchandising  winning  over 
mere  price  argument.  Cus¬ 
tomers  learn  all  about  the 
melons  and  want  them  so  bad¬ 
ly,  price  is  a  minor  considera¬ 
tion.  His  goods  are  worth 
the  money;  sales  are  easy. 
f  This  is  probably  the  best 
way  to  handle  the  problem  of 
price.  Quality  wins  every  time. 
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Volunteer  Salesmen 


very  user  of  Upson 
Board  becomes  a  volun¬ 
teer  salesman. 

If  Here’s  how  it  works.  Mr. 
Smith  comes  into  a  Building 
Service  Store  (Formerly  called 
a  lumber-yard)  and  says  “  Our 
neighbor,  Mrs.  Jones,  has  been 
telling  my  wife  about  the  wall 
board  you  are  handling — the 
one  with  the  blue-centre.  She 
has  used  some  of  it  and  is  so 
pleased  with  the  result,  she 
mentioned  it  to  us  for  some 
much-needed  repair  work  in 
our  home.  Tell  me  all  about  it 
and  what  it  will  cost  to  fix  up 
my  room.” 

If  If  this  were  a  puzzle,  I’d  say 
“Who  ‘sold’  Mr.  and  Mrs. 
Smith?”  But  the  answer  is  so 
plain  we  can’t  call  it  a  puzzle. 
Mrs.  Jones  has  done  some  real 
selling  on  her  own  hook  simply 
because  she  was  so  well  satis¬ 
fied  with  Upson.  I’m  not  going 
to  continue  the  story  giving  the 
chapter  on  the  work  of  the 
Smith  family  and  whom  they 


sold.  You  can  see  how  the  end¬ 
less  chain  stretches  from  sale  to 
sale. 

If  These  volunteer  salesmen 
work  entirely  without  expense 
either  to  the  dealer  or  the 
manufacturer.  Call  the  orders 
“  gossip  ”  orders  if  you  like. 
Folks  are  bound  to  discuss 
things  with  each  other. 
Mellin’s  Food  call  it  “  adver¬ 
tising  ”  but  why  speak  of  the 
cause  when  the  effect  is  the  big 
idea. 

*f  Our  job  is  to  make  Upson 
Board  of  such  quality  it  will 
merit  discussion.  Dealers  every 
where  know  the  results  obtained 
by  these  volunteer  salesmen 
simply  because  Upson  gives 
satisfaction.  During  the  Span¬ 
ish  War,  Regular  Army  men 
stuck  up  their  noses  at  the 
“  Volunteers.  ”  But  times 
change  rapidly. 

If  We  have  the  utmost  respect 
for  our  Volunteer  selling 
associates. 
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A  TWIN-SIX 
MOTOR 

#T%E  are  not  selling  motors  nor 
VJL/  motor  cars. 

f  Nor  do  we  know  much  about  them, 
except  to  realize  that  such  a  motor  as 
we  have  mentioned  would  produce  a 
lot  of  power. 

f  The  power  of  your  organization 
coupled  with  ours — twins — is  what  we 
wish  to  mention.  For  when  you  decide 
to  take  on  a  stock  of  Upson  Board 
we  hook  up  with  you  twinjully  to 
assist  in  its  merchandising. 

OUR  SIX  CYLINDERS  ARE: 

ADVERTISING 
FREE  SAMPLES 
LITERATURE 

FIELD  REPRESENTATIVES 
ARCHITECTURAL  DEPT. 
CONSUMER  LETTERS 

WE  PAY  FOR  OUR  OWN  GAS 
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Home  Houses 


00  your  customers  need 
bolstering  up  on  the 
subject  of  whether  or 
not  building  activity  is  going 
to  continuer 

If  Because  banks  are  not  over- 


enthusiastic  about  loans  for 
building  purposes,  are  your 
dealers  getting  foot  frost? 

r  Have  they  talked  this  kind 
of  stuff  to  you  until  you  are 
possessed  with  conservatism? 


If  so,  review  occasionally  the 
following: 

The  U.  S.  A.  is  5,000,000 
houses  short . 

There  is  shortage  in  your 
territory. 

Profiteering  has  made  land¬ 
lords  unpopular. 

People  are  in  the  correct  frame 


of  mind  to  listen  to  home  talk. 

It  will  take  at  least  three 
years  to  catch  up,  working  at 
high  pressure. 

Prices  are  not  high. 

Building  Supply  Houses  are 
only  beginning  their  harvest. 

Upson  Board  has  a  part  in 
all  this  programme. 
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Upson  Leadership 

Words  and  Music  by  C.  A.  Upson 


¥ 


Vt^hat  is  leadership?  SERVICE.  Is  it  not? 
Ml  Whether  it  be  merchant  or  manu- 
facturer  there  must  be  certain  domi¬ 
nant  principles — 

•  The  goods  must  have  merit — 


f{  The  producers  must  be  originators  not 
imitators. 

r  The  concern  must  not  only  do  business  on 
the  square  but  give  service  and  be  aggressive. 

€  The  adherence  to  these  high  ideals  has 
placed  Upson  Products  in  leadership. 

€  They  are  DEPENDABLE — products  to 
maker,  seller  and  consumer. 

f  Our  one  ambition  is  not  only  to  have  it 
said  The  Upson  Company  is  dependable ,  but 
those  associated  with  it  are  also  dependable. 

€  Thus  we  have  built  our  business  with 
leadership  and  dependence  in  view. 
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C'he  recent  Buffalo  Electric  Show  was  the  realization  of  an 
i  imaginative,  decorative  scheme  which  would  have  been 
f  considered  beyond  accomplishment  by  any  company  or 
individual  of  less  vision  and  ability  than  the  General 
Electric  Company. 

To  furnish  a  flood  of  light  and  darkness  of  every  conceivable  hue 
presented  no  extraordinary  difficulties  to  these  masters  of  decora¬ 
tive  electrical  display,  but  to  reflect  this  light  in  a  more  unique  and 
striking  way  was  than  heretofore  conceived  of  was  the  problem 
which  confronted  them. 

f[  Captain  J.  W.  Goslin,  who  was  commissioned  to  solve  this  prob¬ 
lem  used  as  his  plans  and  specifications  a  vision  of  fairyland  such 
as  is  dreamed  of  only  in  childhood.  The  building  of  display  booths 
artistic  and  striking  to  the  last  detail  was  but  the  beginning.  His 
vision  painted  for  him  a  canopy  of  geometrical  designs  in  soft,  warm 
colors  suspended  over  these  exhibits  and  arranged  in  symmetrical 
figures  which  would  reflect  strong  beams  of  light  and  produce  a 
scintillating,  moving  ceiling  of  innumerable  shades  of  light  and 
color,  and  an  atmosphere  of  beauty,  gaiety  and  pleasure 

Less  than  one  complaint  to  every  jour  million  jeet  sold  and  used 


^ the  beginning  it  was  evident  to  the  creators  that  their 
1  fairyland  could  be  only  a  dream  were  they  unable  to  find  a 

I  material  which  could  be  cut  and  fashioned  into  intricate 

and  delicate  designs  without  splitting,  warping  or  pulling 
from  the  nails. 


If  Many  materials  were  tried  out  and  rejected.  Finally  Upson 
Board  was  put  to  every  test  and  found  to  be  the  one  material  for  the 
need.  Without  waste  it  was  sawed  and  whittled  into  every  conceiv¬ 
able  design,  with  an  ease  and  smoothness  not  to  be  obtained  in  any 
other  fibre  board.  Its  unequalled  painting  surface  readily  adapted  it 
to  the  innumerable  color  combinations  necessary  for  the  striking 
exhibit,  and  its  great  strength  and  stiffness  held  every  piece,  large 
or  small,  firmly  in  place  without  pulling  from  the  nails,  splitting,  or 
warping. 

r  It  is  gratifying  to  The  Upson  Company  that  their  product. 
Upson  Processed  Board,  contributed  to  the  success  of  this 
supreme  accomplishment  in  display  decoration  when  other  ma¬ 
terials  were  rejected.  It  is  added  evidence  that — 

Upson  Board  is  the  most  dependable  fibre  board  made  in  America 
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Help  the  Poor  Editor 

Het’s  chum  up  a  little  and 
find  out  who  all  of  us  are 
who  meet  on  the  pages  of 
this  little  publication. 

*[  Upson  Smiles  is  circulated 
among  the  salesmen  who  sell 
Upson  Board.  But  who  are  we 
and  what  else  do  we  sell  for  a 
living? 

*f  Well,  over  there  in  the  front 
row  (we  didn’t  say  “  bald- 
headed”)  is  a  bunch  of  boys 
who  sell  sash  and  doors — you 
know  so  many  “  openings  ”  to 
make  a  car,  so  many  lights  per 
sash.  This  bunch  sure  does  sell 
a  lot  of  Upson.  Maybe  it’s 
because  they’re  selling  so  many 
things  that  go  inside  of  a  house 
they  can’t  help  running  ker¬ 
plunk  into  the  wall  and  saying 
Upson. 


f  Then  there’s  a  group  of 
Hardware  men  who  find  it 
perfectly  natural  when  figuring 
on  the  bolts  and  hinges  and 
locks  and  things  for  a  house  to 
say — “  Oh,  by  the  way,  what 
are  you  going  to  use  for  walls  ?” 
Which  of  course  means  an 
order  for  Upson. 

r  And  then  a  lot  of  us  call 
ourselves  Building  Supply 
people.  We  peddle  brick  and 
cement  and  tile  and  all  that 
kind  of  stuff.  It’s  simply  second 
nature  with  us  to  say  “  Now 
I’ll  figure  Upson  Board  for  the 
lining  of  these  rooms.  It  can 
come  along  with  the  other 
material  we  are  sending.” 

r  And,  by  golly,  as  we  call  the 
roll  it  seems  as  if  every  Supply 
house  that  has  anything  to  do 
with  building  is  represented  in 
our  audience.  There  are  several 
Wholesale  Paper  salesmen, 
some  Paint  drummers,  aflockof 
Wall  Paper  tooters  and  Lumber 
geniuses  by  the  score. 
r  To  all  of  you  we  twist  our 
skull  with  the  smile  side  out. 
Our  little  paper  will  never 
grow  to  the  proportions  of  the 
S.  E.  P.  or  even  the  Police 
Gazette.  But  tell  us  how  we 
can  run  the  sheet  to  help  you  in 
your  daily  grind. 

•  What  sort  of  stuff  would  you 
likediscussedinUpsoN  Smiles? 
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Write  in  and  say  what  would 
help  you  most.  We  don’t  know 
anything  about  politics  and  do 
know  a  lot  more  about  H.C.L. 
than  we  would  wish.  If  you 
have  a  remedy  lor  either  try  to 
get  it  past  the  Censor.  We’re 
game. 

Honest,  we’d  appreciate  a 
line  from  our  “  subscribers  ” 
any  old  time,  telling  the  dope 


you’d  like  written  (or  clipped) 
for  our  house  organ.  Better  still 
we  will  welcome  contributions 
at  any  time  reserving,  of  course, 
the  right  to  reject  or  accept. 
r  You  know  there  are  a  lot  ol 
things  besides  jokes  to  make 
folks  smile.  Send  along  all  the 
pleasant  and  helpful  sugges¬ 
tions  you  wish.  We’ll  promise 
to  print  all  we  can.  r  Thanks. 


SI 

SI 

SI 

SI 

SI 

SI 

SI 

SI 

M 

SI 

SI 

SI 

SI 

SI 

SI 

SI 

SI 

i 


n 

1 

I 

I 

m 

i 


i 

i 

i 

I 


i 

i 

m 

i 


I 


Locking  Arms 

IT  if  you  can’t  understand  why 
the  fibres  of  Upson  Board  hang 
together  better  than  the  dust 
of  plaster,  take  a  walk  with  a 
friend  in  a  crowd.  When  you 
lock  arms  you  have  no  trouble 
keeping  together.  But  if  you 
simply  walk  side  by  side  you 
are  quite  sure  to  become 
separated. 

•  Upson  fibres  lock  arms  — 
plaster  dust  rubs  elbows. 
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How  To  Sell  Upson  Board 


A  Fable  in  Slang  by  Geo.  Lemonade 
(With  Apologies) 


Bn  American  burg  smaller 
than  New  York  contains 
a  lumber  Peddler  named 

Smith. 

IfL  ike  other  youngsters  a 
name  was  necessary,  so  his 
Mama  called  him  Fortune.  The 
name  fit  like  a  wet  Shirt  for  good 
fortune  became  a  Habit. 

f;  Great  heaps  of  Simoleons 
gathered  around  his  name  at 
the  first  National.  The  way  he 
canned  iron  men  was  Uncanny. 
In  four  years  he  became  Our 
leading  Citizen. 


IT  “The  great  Because  of  my 
success,”  he  declaimed,  “  Is 
that  I  used  my  Specialities  to 
help  sell  my  staples.  It’s  a 
Cinch  to  peddle  two-by-fours 
or  Planks  that  are  old  Stand- 
Bys.  The  past  generations  have 
put  them  over  Strong.  The  only 
thing  Necessary  to  keep  that 
kind  of  stuff  moving  is  to  pull 
the  Proletariat  into  my  Place 
instead  of  the  other  Fellows. 

I’ve  found  the  new  Fangled 
products  are  the  real  trail 
Blazers.  Buyers  are  like  sheep. 
Get  ‘em  started  and  they  all 
come  in  a  String.  All  it  needs  is 
a  good  Bellwether. 

If  “  Upson  Board  is  a  good 
Example  of  this.  There’s  a 
piece  of  goods  that  has  spread 
much  Macadam  to  my  door 
over  which  business  has  arrived. 
The  Company’s  advertising 
begins  the  work.  My  men  are 
Followuppers. 

r  “  Every  man,  woman  and 
child  in  Town  who  can  possibly 
have  a  Use  for  some  of  these  big 
Boards  gets  a  Tickle  in  the 
Ear. 

*1  u  You ’d  be  Surprised  to 
know  the  uses  for  Upson  Board 
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in  addition  to  lining  rooms. 

Everybody’s  doin’  it’  with 
Upson.  Even  the  boys  use  it. 
It’s  an  Epidemic. 

c  “  The  local  plumbers  are 
knocked  Plumb  happy  over 
Upson  -  Fibre-Tile.  It’s  so 
popular  a  bath-room  lining 
they  find  it  makes  many  sales 
of  pipes  and  Tubs.  It  therefore 
helps  wash  our  People  on 
Saturday  night.  Our  town  has 
more  Bath-rooms  than  were 
possible  before  I  discovered 
Upson-Fibre-Tile. 

U  “And  there’s  a  big  wad  of 
Upson  Board  used  by  local 
millwrights.  I’ve  got  this  Bunch 
using  it  so  much  a  lot  of  them 
keep  a  bundle  or  two  constant¬ 
ly  on  Tap. 

f  “  Then  I’ve  found  a  whale  of 
an  outlet  among  the  Manu¬ 
facturers  of  my  town.  They  are 
using  it  for  a  thousand  stunts 
where  large  pieces  of  thin, 
strong  material  is  needed.  The 
volume  is  big.  Their  ratings  are 
good. 

r  “  So  you  see  Upson  Board  is 
some  door  Opener.  Getting  all 
these  folks  coming  to  Smith’s 
means  that  we  sell  ’em  lots  of 
other  things  as  well.  We  claim 
to  be  no  Slouches  in  the  Mater¬ 
ial  game.  When  they  enter  our 
Swinging  portals  we  show  ’em 


around  with  our  Order  book 
Prominent. 

r  “  That,  Sir,  is  an  example  of 
how  I  keep  the  folks  pulling  the 
Smith  latchstring.” 


Fourteen 


UPSON  UPSON  SMILES 
_ BOARD _ 


October,  1920 


Blankets  and  Board 


Dx  these  crisp  autumn 
nights  a  blanket  feels 
mighty  good. 

r  Did  you  ever  consider  the 
difference  between  our  modern 
blanket  and  the  old-fashioned 
quilt?  These  latter  were  thick, 
heavy  and  stuffed  with  cotton. 
We  piled  on  two  or  three  in 
order  to  keep  warm  and  really 
weighted  down  our  bodies. 

r  Now  we  keep  fully  as  warm 
with  the  same  number  of 
blankets  which  weigh  only  a 
fraction  as  much  as  the  old 
quilts  and  are  perhaps  only  a 
third  of  the  thickness. 
r  What  makes  the  difference  ? 
The  construction.  The  quilt 
was  made  up  of  several  sheets 
of  cloth.  It  was  bound  or 
“  quilted  ”  every  few  inches. 
Our  modern  blanket  is  simply 
one  sheet  of  woven  wool  in 
which  the  threads  or  fibres  are 
scientifically  built  up  to  hold 
the  bodily  heat  and  at  the 
same  time  keep  out  the  old  air 
in  the  room. 

€  I  mention  this  modern 
friend  of  the  family  as  one 
more  proof  that  a  thick  and 
heavy  covering  is  of  no  greater 
efficiency  than  a  thinner,  more 
scientific  one.  In  exactlv  the 


same  manner  you  will  gain 
more  warmth  for  vour  houses 
by  using  Upson  Board  instead 
of  plaster. 

r  The  interlocking,  inter¬ 
twining  fibres  of  Upson  Board 
built  up  three-sixteenths  of  an 
inch  thick  are  warmer  than 
lath  and  plaster  three  quarters 
of  an  inch  thick.  Nothing 
makes  so  good  a  protection 
against  hot  or  cold  air  as  air 
itself  properly  confided.  Upson 
Board  construction  is  cold 
proof. 

rIt  doesn’t  take  a  lot  of 
thickness  and  weight  to  keep  us 
warm  in  bed  nor  does  it  take 
a  lot  of  material  to  keep  our 
houses  warm.  Science  has  dis¬ 
covered  the  proper  formula  for 
each. 

r  Teach  your  trade  to  appre¬ 
ciate  the  difference  between 
blankets  and  quilts  —  and 
between  Upson  Board  and 
ordinary  wall  board! 
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Shipments  are  Better 


NUMBERof Upson  Smiles 
would  not  be  complete 
without  a  word  about 
shipments.  But  please  note  we 
are  placing  this  information  at 
the  end  of  the  story — because 
it  is  not  so  serious  as  earlier  in 
the  year. 

If  Yes,  cars  are  moving  better 
— not  perfect,  we’ll  admit,  but 
quite  improved,  comparatively 
speaking.  There  are  still  a  few 
embargoes  hanging  round  to 
grab  our  cars  and  congestion 
still  swallows  at  various  junc¬ 
tion  points.  These  familiar 
“  lemons  ”  keep  things  sour  in 
certain  directions. 

If  But,  all  in  all,  we  rejoice  to 


announce  the  sun  is  shining 
brighter  each  day.  We  don’t 
have  to  say  “  Be  patient  ”  half 
as  much  as  we  did  a  couple  of 
months  ago.  We  can’t  give 
much  encouragement  for 
twenty-four  hour  shipments 
just  yet,  but  are  thankful  today 
we  are  getting  on  top  of  the 
old  orders. 

*f  We  surely  appreciate  the 
consideration  given  by  our 
friends.  Our  increased  output 
we  are  sure,  will  prove  mighty 
helpful  both  to  you  and  us. 
Quick  Service  is  destined  to 
become  a  part  of  Upson  Board 
with  the  opening  of  the  new 
mill. 


CO 

C 

O 


use 

u 

vS 

C/D 

<L> 

CO 

T3 

in 

aj 

>% 

1 

<D 

> 

CTj 

O 

Cl, 

u 

O 

G2 

• 

r"d 

C 

• 

O 

G 

ai 

w 

4-> 

C/D 

G 

PQ 

O, 

er 

<D 

t  . 

<D 

4-) 

C 

o 

*-H 

<L> 

4-» 

X 

C/D 

4— > 

O 

a, 

r  i 

<L) 

a 

o 

CO 

aS 

Ph 

"T3 

CD 

CO 

o 

CO 

4-» 

<-4-, 

o 

X5 

£ 

o 


CO 

C 

4-J 

fcfl 

G 

•  ▼"■H 

C/D 

C<S 

<D 

<U 

JD 

r‘G 

i 


AFTER  THE  SALE 

WHAT 


CD 


[OVING  the  goods  is  n’t  all  there 
is  to  a  business  transaction.  The 
sale  is  only  the  beginning. 

If  The  man  who  makes  the  purchase 
expects — and  is  entitled  to — personal 
happiness,  comfort  or  mental  satis¬ 
faction.  These  things  come  after  the 
sak  but  must  be  provided  for  in 
advance. 

This  is  the  lookout  of  the  dealer.  Look 
up  the  record  of  each  article  you  sell 
before  risking  your  reputation  behind 
it.  And  remember — if  it  does  satisfy, 
each  delivery  will  mean  others — for 
satisfaction  is  contagious.  Every  cus¬ 
tomer  is  a  centre  of  influence  either 
good  or  bad. 

If  To  peddle  satisfaction  means  Dis¬ 
tinction  for  you. 
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The  Low  Price  of  Upson  Board 

How  One  Dealer  Shows  Prospective 
Customers  that  the  Price  Really  is  Low 


WE'VE  become  so  ac¬ 
customed  to  saying 
various  things  are 
high  in  price  that  we  just 
naturally  think  that  a  few 
cents  added  to  a  price,  puts 
it  in  the  high  price  class. 

We  are  inclined  to  forget 
that  everything  is  relative — • 
forget  to  make  comparisons, 
which,  of  course,  is  the  only 
way  in  which  to  tell  whether 
a  thing  is  high  or  low  in 
price. 

For  instance — s  uppose 
that  Upson  Board  were  the 
only  commodity  selling  at  a 


price,  and  ‘  that  price  was, 
say,  $50.00  a  thousand  feet. 
Would  that  be  a  low  price 
or  a  high  one?  Nobodv 
could  answer  that  question, 
because  a  price  can  be  high 
or  low  onlv  so  long  as  there 
is  something  else  by  which 
to  guage  it.  And  in  such  a 
case  there  would  be  no 
standard. 

Here's  the  ammunition 
one  dealer  has  for  meeting 
the  “high  price  of  Upson 
Board"  argument. 

“In  looking  at  a  recent 
issue  of  Bradstreet's  Week- 
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ly,  I  found  that  the  index 
number  for  building  mater¬ 
ials  was  313  on  November 
1st,  meaning  that  the  aver¬ 
age  price  of  such  materials 
was  213%  higher  than  it  was 
in  November,  1914. 

“Then  1  did  a  little  figur¬ 
ing  for  mvself.  I  found  that 
Upson  Board  had  increased 
only  140%  in  the  same  per¬ 
iod.  This  was  interesting, 


so  I  went  still  further.  I 
checked  up  the  comparative 
increases  during  the  last  six 
years  on  lath,  plaster,  steel 
and  all  other  materials  which 
are  used  for  much  the  same 
purpose  as  Upson  Board.  In 
practically  every  case,  the 
evidence  was  in  favor  of 
Upson  Board ! 

“Now  I  am  readv  for  the 

t/ 

man  who  says  that  Upson 


MPW ' 


Everywhere  there  are  rooms  with  cracked  walls  and  falling  ceilings  that  can  be  made  as 

attractive  as  this  room  by  Upsonizing 
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Board  is  high  in  price.  In 
talking  to  a  prospective 
customer,  I  first  give  a  good 
sales  talk  about  what  L^pson 
Board  will  do — tell  him  that 
Upsonizing  is  the  most  satis¬ 
factory  way  of  fixing  up  old 
walls  and  ceilings — that  the 
work  can  be  done  at  any 
time,  by  a  carpenter,  with¬ 
out  any  muss,  fuss  or  dirt. 
I  point  out  the  fact  that  an 
Upsonized  job  is  a  perman¬ 
ent  job,  and  that  it  always 
looks  well — that  Upsonized 
surfaces  never  show  lath 

stains  or  shadows.  I  lav 

«/ 

stress  on  the  beautv  of 

t / 

I^psonized  walls  and  ceilings. 
This  is  a  particularly  good 
point  to  bring  out  if  the 
prospect  is  a  woman.  Women 
are  always  interested  in  the 
beauty  of  the  home,  and  it 
is  easy  to  show  and  convince 
the  most  skeptical  that 
Upsonized  surfaces,  painted 
in  harmonious  colors  with 
flat  wall  paint,  offer  more 
latitude  for  expressing  in¬ 
dividual  taste  than  any 
other  form  of  wall  treat¬ 
ment. 

“Of  course  the  price  comes 
up  eventually.  But  that  is 
the  least  of  my  worries,  for 

now,  I  can  actually  show 

#  •/ 


any  prospective  customer, 

figures  to  prove  that  L^pson 

Board  is  one  of  very  few 

•/ 

materials,  which  have  not 
shown  a  large  increase  in 
cost  during  the  past  few 
years.  And  when  I  tell  them 
that  in  the  face  of  a  200% 
increase  in  other  building 
materials  the  cost  of  Upson 
Board  shows  an  increase  of 
less  than  140%,  I  am  able  to 
sell  seven  out  of  ten  pros¬ 
pects. 

“Truly,  the  price  of  Upson 
Board  is  LOW.” 

The  New  Surface  of 
Upson  Board 

We  have  never  been  con¬ 
tent  to  do  things  the  old  way 
after  we  have  found  a  wav 
to  do  it  better.  And  we  are 
continually  on  the  hunt  for 
the  better  way  of  doing 
things  in  making  Upson 
Board. 

As  a  result  of  this  policy, 
practically  every  improve¬ 
ment  in  wall  board  that  has 
been  made  during  the  past 
five  years  has  been  made  by 
The  Upson  Company. 

Here  is  another  rung  in 
our  ladder  of  success.  We 
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have  found  a  way  to  improve 
the  surface  of  Upson  Board. 

This  new  surface  is  con¬ 
siderable  of  an  improvement 
in  spite  of  the  high  standard 
we  have  set  in  the  past.  It 
is  much  smoother  than  the 
old  surface:  it  is  “ whisker¬ 
less  ' ' ;  it  is  free  from  shives. 

The  new  surface  takes 
paint  much  better  than  the 
old.  And  vou  know,  as  everv 
other  Upson  associate  knows, 
that  Upson  Board  has  always 
taken  paint  better  than 
other  boards.  The  new  sur¬ 
face  has  all  the  virtues  of 
the  old. 

Absolutelv  smooth  walls 
and  ceilings  are  possible 
with  this  new  surfaced 
board. 

AVe  have  had  no  cause  to 
be  ashamed  of  the  surface 
we  have  supplied  in  the 
past.  Far  from  it.  AVe  have 
been  proud  of  it ;  others 
have,  as  well.  AAThat  better 
evidence  is  there  of  this  than 
the  fact  that  twenty-five  of 
the  leading  paint  manufac¬ 
turers  of  the  countrv  use 
L^pson  Board  in  making  up 
painted  samples  of  their 


products?  If  there  were  a 
better  board,  a  better  sur¬ 
face  available,  it  stands  to 
reason,  doesn't  it,  that  these 
manufacturers  would  use  it? 
Naturallv  they  want  their 
paints  to  show  up  at  their 
best.  That  is  the  very  reason 

ft/ 

why  they  selected  Upson 
Board  for  their  samples. 

It  is  reasonable  to  expect 
that  painters,  whether  oper¬ 
ators  or  manufacturers  will 
now  be  more  enthusiastic 
than  ever  about  Upson 
Board.  You  know  that  this 
class  of  associates  has  al- 

wavs  exhibited  a  very  mark- 
«/  «/ 

ed  interest  in  Upson  Board 
because  of  its  excellent 
painting  surface. 

The  new  surface  is  now 
the  standard  surface  for 
I^pson  Board. 

Yery  shortly,  samples  of 

the  new  surfaced  board  will 

be  in  the  hands  of  every 

«/ 

U  p  s  o  n  associate.  AVhen 
your  sample  arrives,  exam¬ 
ine  it  carefully.  Compare  it 
with  the  surface  of  any 

board  vou  have  ever  seen. 
»/ 

You,  too,  will  become  en¬ 
thusiastic  about  it. 
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Seeing  the  Bright  Side 

It's  Being  Done  by  Thinkers  these 
Days — and  It's  a  Profitable  Habit 


Suppose  the  volume  of 

new  building  HAS  de¬ 
creased  the  last  two  or 
three  months  !  Suppose  your 
sales  of  lumber  or  brick 
have  fallen  off ! 

We  are  a  mighty  prosper¬ 
ous  nation.  Our  finances  are 
in  sound  condition.  We  are 
a  long  way  from  bankruptcy, 
even  if  some  people  do  go 
round  with  long  faces  and 
say  we  are  going  to  the  ever¬ 
lasting  bow-wows. 

The  banks  have  shown 
during  the  last  few  months 
their  ability  to  handle  a  fin¬ 
ancial  crisis  never  before  ex¬ 
perienced  in  this  country — 
or  even  contemplated  as  be¬ 
ing  possible. 

The  outlook  for  the  future 
is  most  encouraging. 

Building  has  got  to  come 
back !  It  will  come  back — 
there  can  be  no  doubt  of 
that,  in  the  face  of  a  short¬ 
age  today  of  at  least  five 
million  homes.  More  than 
fifteen  billion  dollars — more 
than  it  cost  to  conduct  the 


war,  must  be  spent  for  hous¬ 
ing,  according  to  the  figures 
of  statisticians. 

True,  there  is  a  standstill 
right  now,  in  new  building. 

But  do  you  realize  that 
*/ 

this  standstill  is  your  big  op¬ 
portunity? 

That  when  new  building 
is  at  the  ebb,  the  repairing 
of  existing  buildings  is  at 
the  flood?  That  this  repair¬ 
ing  means  a  big  demand  for 
repairing  materials  —  and 
that  one  of  the  biggest  items 
in  this  list  of  repair  and  re¬ 
modeling  materials  is  Upson 
Board  ? 

There  are  thousands  of 

owners  of  old  buildings  who 

have  definite  standards  of 

living.  Not  wishing  to  build 

at  present  prices,  they  will 

repair  and  remodel.  It  is 

going  on  all  around  you. 

Thousands  of  these  repair 

and  remodeling  jobs  start 

every  day,  in  every  part  of 

the  countrv. 

%/ 

Therefore,  right  now,  there 
is  a  big  opportunity  for  you 
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to  increase  your  sales  of 
Upson  Board — to  add  to 
your  profits — to  keep  your 
volume  of  business  up  to 
normal,  even  though  the 
sales  of  other  products  may 
have  decreased. 

You  know  the  value  of 
Upson  Board  in  repairing 
and  remodeling.  Just  go 
and  tell  your  dealers  what 
you  do  know  about  it.  And 
get  them  to  hand  the  infor¬ 
mation  along  to  their  cus¬ 
tomers  who  are  doing  or 
need  to  do  repairing. 

Just  take  a  couple  of  min¬ 
utes  to  think  over  the  whole 
situation.  Picture  to  your- 
self  this  big  market  for 
Upson  Board. 

Others  have  done  it — are 
doing  it,  and  are  selling  more 
Upson  Board  today  than 
they  ever  sold  before.  And 
they  are  getting  good  pro¬ 
fits. 

Are  you  a  thinker  —  an 
analyst — a  man  who  can  take 
a  good  tip  and  act  upon  it'/ 

Then  look  at  the  bright 
side.  Go  out  with  courage, 
enthusiasm  and  conviction 
and  gather  in  some  of  this 
Upson  Board  business  that 
is  in  your  territory 


Did  You  Ever  Stop  to 
Think  IP hat  a  Sign 
Could  Do? 

It  is  a  silent  salesman  for 
your  dealer.  It  tells  every 
passerby  that  the  dealer  on 
whose  wall  the  sign  is  ap¬ 
plied,  sells  Upson  Board. 

We  heard  of  a  case  last 
week  where  a  passerby  saw 
the  Upson  sign  on  a  dealer’s 
office.  He  went  in  and  in¬ 
quired  about  Upson  Board. 
The  result  was  the  sale  of  a 
carload  of  Upson  Board  at  a 
profit  of  nearly  $500  to  the 
dealer. 

We  know  —  you  know  — 
that  a  sign  on  the  dealer’s 
office  or  in  his  yard  will 
create  inquiries  and  frequent¬ 
ly  lead  to  sales.  Therefore 
if  vour  dealers  do  not  dis- 

t / 

play  an  Upson  sign,  write  us 
to  send  him  one. 

Proper  display  of  Upson 
signs  will  mean  more  sales 
for  you  and  your  dealer — 
will  help  to  broaden  the 
prestige  of  Upson  Board — 
will  add  dollars  and  profits 
to  the  pockets  of  your  deal¬ 
ers  and  vour  company. 

*/  j_  t/ 
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Selling  the  Man  from  Missouri 

How  Upson  Dealers  can  Satisfy  the 
Desire  of  Modern  Man  to  he  Shown 


4  <  D  UILDING  Materials  ’ 
|j  a  little  houseorgan 
that  comes  into  the 
office  once  in  a  while  savs, 
‘  ‘Progressive  lumber  deal¬ 
ers  every  where  are  rapidly 
taking  up  the  idea  of  selling 
lumber  thru  service,  seeing 
that  the  lumber  or  other  ma¬ 
terial  furnished  gives  satis¬ 
faction  to  the  ultimate  pos¬ 
sessor,  whether  used  on 
interior  or  exterior. 

'‘The  day  has  gone  bv 
when  the  live  retail  lumber 
merchant  can  sell  just  so 
much  lumber  at  a  price  and 
let  it  go  at  that.  We  have 
got  to  give  service  and  satis¬ 
faction  to  our  customers”. 

Surely  the  man  who  builds 
or  remodels  his  home  needs 
help  in  planning  or  selecting 


his  material.  If  he  builds 

wisely  and  well,  the  struc- 
«/ 

ture  will  last  and  give  satis¬ 
faction.  And  surelv  the  lum- 
her  dealer  will  reap  the  bene¬ 
fit  of  the  time  he  spent  to 
create  a  satisfied  customer. 

The  installation  of  a  Serv¬ 
ice  Department  is  the  live 
dealer's  method  of  meeting 
the  new  merchandising  sit¬ 
uation.  The  wise  dealer  de¬ 
votes  a  large  part  of  his  of¬ 
fice  space  to  an  attractively 
finished,  tastefully  furnish¬ 
ed  consulting  room  into 
which  his  women  customers, 
as  well  as  men  customers, 
feel  free  to  come  and  talk 
over  their  problems. 

To  dealers  who  handle 
Upson  Board,  the  question 
Continued  on  page  9 


“If  you  want  your  Salesmanship  to  pay  you  more ,  you 
must  pay  your  Salesmanship  more  of  your  time,  and 

energy  and  devotion  .  NORVAL  A.  HAWKINS 

in  The  Selling  Process 
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Can  you  think  of  a  more  delightful  eating  place  than  one  like  this,  with  beautiful 
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of  a  display  room  is  very 

JL  i/ 

easily  solved.  It  is  the 

easiest  thing  in  the  world  to 
line  the  walls  and  ceilings 
with  Upson  Board,  using 
designs  that  show  the  real 
decorative  possibilities  of 
Upson  Board.  And  The  Upson 
Company  is  always  glad  to 
help  any  dealer  to  work  out 
panel  designs  or  color 

schemes. 

Can't  you  imagine  the 

person  who  had  always  thot 
of  wall  board  as  a  cheap, 
imitation  that  always  gives 
the  effect  of  railroad  tracks 
or  an  old-fashioned  prarie 
schooner  coming  to  a  taste¬ 
fully  arranged  office  and 

being  immediately  convert¬ 
ed  to  Upson  PROCESSED 
Board? 

The  Paint  Dealer  Needs  a 
Display  Room  Also 

And  what  a  splendid  op¬ 
portune  a  display  room  of¬ 
fers  to  a  dealer  who  handles 
paints  and  varnishes,  and 
interior  trim,  as  well  as 
Upson  PROCESSED  Board. 
It  gives  him  many  an  oppor¬ 
tunity  to  show  all  these 
products  in  actual  use. 


He  will  need  in  addition 
plan  books  showing  really 
livable  adaptable  homes  that 
can  be  known  with  Upson 
PROCESSED  Board. 

Of  course,  he  will  need  dis¬ 
play  material  in  the  way  of 
finished  panels,  studding 
displays,  a  n  d  literature, 
which  he  will  find  The  Upson 
Company  more  than  glad  to 
furnish,  and  we  are  safe  in 
saying  that  every  manu¬ 
facturer  he  represents  will  be 
glad  to  co-operate  with  him. 

As  one  dealer  says, 
“  Money  spent  for  good  of¬ 
fice  furnishings  is  like 
money  spent  for  good  dress 
— it  pays  big  dividends'’. 

No  dealer  in  these  days 
can  afford  to  have  an  untidy 
office. 

And  think  of  the  oppor¬ 
tunity  a  display  room  offers 
to  exhibit  pictures  of  actual 
Upson  Board  installations 
for  which  the  dealer  has 
supplied  the  material.  Rather 
than  being  an  expense,  a 
consulting  room  is  an  invest¬ 
ment  and  just  about  the 
best  investment  any  dealer 
can  make. 
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Upson  Service  as  Good 
as  Upson  Board 

IN  1921,  the  ambition  of 
The  Upson  Company  will 
be  to  make  “  Upson  serv¬ 
ice  as  good  as  Upson  Board.  ” 

During  the  past  two  years 
the  demand  for  Upson  Board 
has  been  greatly  in  excess 
of  our  capacity.  We  have 
therefore  been  forced,  much 
to  our  regret,  to  allot  ship¬ 
ments.  We  have  not  taken 
on  new  distributors  for 
nearly  two  years,  because 
we  have  felt  that  it  was  our 
duty  to  first  provide  as  much 


board  as  possible  to  estab¬ 
lished  connections. 

Every  man  who  sells 
Upson  Board,  however,  will 
be  glad  to  know  that  the  big 
new  plant  of  The  Upson 
Company  is  now  completed. 
This  gives  to  The  LTpson 
Company  the  largest  and 
most  completely  equipped 
wall  board  plant  in  the 
world  under  one  roof. 

In  addition  to  the  big  new 
raw  material  unit  which 
covers  approximately  ten 
acres,  the  Company  has  also 
just  completed  a  large  ad¬ 
dition  to  its  laminating 
plant  and  is  installing  new 
equipment  which  will  enable 
it  to  make  a  great  deal  more 
Upson  Board  during  the 
months  to  come  than  was 
ever  made  in  the  past.  It 
would  seem  like  exaggera¬ 
tion  to  tell  you  how  much 
greater  our  production  of 
Upson  Board  is  going  to  be 
but  let  us  say  this —  every 
one  who  has  anything  to  do 
with  Upson  Board  must  sell 
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a  great  deal  more  during 
1921  and  vears  to  follow 
than  ever  before  to  keep  the 
big  plant  busy. 

The  plant  of  the  Company 

now  covers  more  than  fifteen 

acres.  It  comprises  a  group 

of  modern,  fireproof  factory 

buildings  that  are  attractive 

in  appearance.  The  plant  is 

fed  bv  a  series  of  five 
«/ 

switches  which  provide  load¬ 
ing  and  unloading  facilities 
for  approximately  fifty  cars 
per  day. 

If  you  should  see  the 
splendid  plant  of  The  Upson 
Company,  you  would  be  en¬ 
thusiastic  about  it.  It  is  a 
dandy !  Everyone  who  has 
anything  to  do  with  the  sell¬ 
ing  of  Upson  Board  can  well 
be  proud  of  it.  It  is  a  fitting 
home  for  the  most  depend¬ 
able  board  made  in  America 
— the  board  that  sets  the 
standard  for  all  other 
boards. 

October  Shipments 
Reach  New  High  Level 

More  Upson  Board  was 
shipped  from  the  mills  in 


October  than  in  any  other 

«/ 

month  in  the  historv  of  the 

«/ 

Upson  Company. 

That  surely  indicates  a 

«/ 

good  demand  for  Upson 
Board,  doesn’t  it? 

Here's  more  good  news. 
At  the  present  writing,  indi¬ 
cations  are  that  November 
shipments  are  going  to  be 
just  as  large,  with  the  odds 
in  favor  of  their  being  a 
little  larger  than  October. 

Here's  the  gist  of  the 
whole  matter.  While  some 
timid  salesmen  and  buyers 
are  sitting  round  worrying 
about  prices,  other  salesmen 
and  buyers  are  on  the  job 
selling  L^pson  Board.  October 
and  November  shipments, 
and  orders  coming  in  daily, 
prove  that. 

These  men  of  constructive 
salesmanship,  pep,  energy 
and  vision  are  responsible 
for  these  big  shipments. — 
They  are  our  far-seeing  dis¬ 
tributors  and  their  allies — 
the  men  on  the  firing  line. 

Now  all  together  men — 

let’s  finish  out  the  vear  bv 

•/  %, 

making  December  the  big¬ 
gest  month  for  shipments. 
Are  you  with  us? 
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Clear  Sailing  Ahead 

No  Sudden  or  Violent  T)rop  in  Upson  $oard 

Prices  on  the  Horizon 


NO  sudden  or  violent 
drop  in  price  of  Upson 
Board  is  expected 
within  the  next  few  months. 

There  has  been  no  appre¬ 
ciable  decrease  in  the  cost 
of  manufacture.  Wages 
have  not  come  down.  Chem¬ 
icals,  oils,  gums  and  other 
materials  used  in  the  manu¬ 
facture  of  Upson  Board  are 
still  soaring.  More  import¬ 
ant,  prices  of  ground  wood 
have  not  shown  any  material 
decrease. 

Until  reserve  stocks  of 
ground  wood  and  pulp  are 
accumulated,  there  can  be 
no  decrease  in  price.  At 
this  writing,  there  is  no  re¬ 
serve  stock. 

In  the  meantime,  price 
should  not  deter  the  live  dis¬ 
tributor  from  turning  over  a 
car  of  Upson  Board  in  thirty 
or  sixty  days  at  the  present 
price.  There  is  little  likeli¬ 
hood  of  the  bottom  falling 


out  of  the  market  in  that 
time.  The  worst  that  can 
happen  is  a  slight  curtail¬ 
ment  of  the  distributor’s 
profit — which  isn't  likely  to 
happen. 

The  timid  buver,  who  is 
running  short  on  stocks  of 
Upson  Board,  will  lose  a 
great  deal  more  than  he 
would  if  he  kept  a  reason¬ 
able  stock  on  hand.  He  is 
not  going  to  be  able  to  cash 
in  on  the  present  demand 
for  Upson  Board  for  repair 
and  remodelling  purposes. 
He  will  lose  not  only  imme- 
diate  sales,  but  future  sales 
as  well,  as  people  will  buy 
of  the  man  who  is  always 
able  to  supply  their  wants. 
The  wise  buyer  is  selling  the 
board  the  timid  buyer  has 
not  in  stock. 

Good  business  demands 
that  every  Upson  distributor 
and  dealer  keeps  a  reason¬ 
able  stock  on  hand. 
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Don’t  Dynamite — Upsonize 


WHEN  material  is 
scarce  and  prices 
high,  what  happens? 

We  repair. 

If  the  old  is  pretty  fair, 
though  we'd  like  something 
new — 

We  repair. 

Ask  the  tailor  about  his 

work  or  the  shoemaker  or 

the  plumber  or  half  a  dozen 

others.  Thev'll  all  tell  you 

•/  «✓ 

the  same  story.  Folks  wait 
as  long  as  possible  when 
prices  are  high,  especially  if 
things  will  possibly  do. 

Upson  Board  shines  in  the 
programme  of  house  repairs. 
Many  a  house  needs  4 ‘fixing 


for  the  winter”.  Time  is  too 
short  to  tear  the  whole  thing 
to  pieces ;  winter  chill  is  al¬ 
ready  upon  us. 

Upson  eliminates  all  of  this 
destruction.  Leaye  the  walls 
as  they  are  and  nail  Upson 
panels  right  oyer  the  damag¬ 
ed  walls.  I  can  hear  the 
housewife  breathe  a  sigh  of 
relief  when  she  realizes  she 
is  to  be  saved  all  the  muss, 
confusion  and  inconvenience 
of  re-plastering. 

Upsonizing  is  clean  and 
quick.  At  the  same  time  it 
.s  permanent. 

Tell  your  dealers  not  to 
dynamite, — Upsonize. 


Isn’t  it  a  Fact 

that  what  you  are  today  is  the  natural  result  of  the  way 
in  which  you  have  used  or  misused  your  opportunities  ? 
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Quote  per  Roomful 

A  Pennsylvania  Salesman  Finds  it  a  Sure 
Way  to  Overcome  Price  Resistance 


ONE  of  the  numerous 
chestnuts  credited  (or 
debited  to  Abraham 
Liimoln  is  the  one  about  the 
proper  length  of  a  man’s 
legs — “long  enough  to  reach 
from  his  body  to  the 
ground '  \ 

The  remark  gives  us  a  hint 
for  ordering  L^pson  Board. 
He  said  “long  enough”. 
We  sav  “Board  enough”. 

When  a  consumer  express¬ 
es  interest  in  Upson  Board 
for  a  room  or  a  house,  and 
asks  the  price,  don't  quote 
per  square  foot,  but  give  the 
amount  for  the  whole  job. 
In  other  words,  quote  him 
“per  roomful'’  or  “per 
houseful”. 

To  do  so  it  is  simply  nec¬ 
essary  to  obtain  exact  meas¬ 
urements  of  the  room  or 
rooms  and  figure  footage  re¬ 
quired.  Then  you  can  put 


the  expense  in  terms  of  total 
material  for  the  job.  The 
ordinary  consumer  is  pleas¬ 
antly  amazed  at  the  economy 
of  Upsonizing.  Should  you 
put  it  in  terms  of  thousand 
square  feet  he'd  be  scared 
half  to  death. 

But  the  actual  dollars- 
and-cents  amount  he  must 
spend  is  much  more  definite 
and  means  something  that 
requires  no  technical  educa¬ 
tion. 

Urge  your  dealers  to  make 
prices  in  this  manner.  They 
will  find  it  real  salesmanship. 

How  One  Salesman  Does  It 

A  salesman  in  Pennsvl- 

•/ 

vania  finds  this  a  splendid 
way  of  overcoming  price 
resistance  on  the  part  of  the 
prospective  buyer. 

He  says — “When  I  find  a 
buyer  who  is  thinking  of 

«/  c 
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some  repair  or  remodeling* 
work,  or  who  is  thinking  of 
doing  over  some  old  plaster¬ 
ed  surface,  I  get  the  dimen¬ 
sions  to  be  covered.  From 
experience,  I  have  found  that 
the  average  sale  to  a  retail 
buyer  is  400  to  600  square 
feet.  So  in  presenting  my 
figures  I  say,  ‘you  will  need 
...square  feet.  This  will 
cost  you  only  $ .  .  . ,  divided 
as  follows : 

Bedroom  ceil . 168  sq.  ft. 

Dining-room  ceil..  .224  sq.  ft. 
Kitchen  ceil . 144  sq.  ft. 

Total  . 536  sq.  ft. 

“I  then  quote  the  price 
for  the  total  quantity.  If  he 
demurs  because  he  thinks 
the  price  is  high,  I  figure 
what  the  same  amount  of 
board  would  cost  at  the 
lowest  price  of  Upson  Board 
in  the  past.  For  the  aver¬ 
age  room,  the  difference  be¬ 
tween  the  lowest  price  and 
the  present  price  is  only  a 
dollar  or  two  per  ceiling,  so 


I  say,  ‘  Will  you  let  a  dollar 
or  two  stand  between  an 
Upsonized  ceiling  of  lasting 
beauty  and  a  ceiling  of 
plaster  which  is  bound  to 
crack  and  fall?'  ' ? 

This  is  a  good  point  for 
you  distributors  and  sales¬ 
men  to  put  across  to  your 
trade.  There  is  scarcelv  a 
ceiling  where  the  difference 
between  the  old  price  and 
the  present  price  of  Upson 
Board  is  more  than  two  or 
three  dollars.  The  average 
buyer  will  not  let  this  small 

amount  stand  in  the  way  of 

«/ 

needed  work.  But  where  the 
prospective  buyer  is  quoted 
a  price  per  thousand  square 
feet,  he  is  prejudiced  by 
feeling  that  the  price  is  too 
high.  He  does  not  stop  to 
think  that  perhaps  he  needs 
but  two  or  three  hundred 
square  feet  per  ceiling. 

The  price  of  Upson  Board 
is  NOT  high — comparatively 
speaking.  It  is  less  than 
most  other  materials. 
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Putting  the  Power  of  the  Printed  Word 

Behind  Upson  Board 

Let  the  Upson  Advertising  Department 
Help  Your  Dealers  Increase  Their  Sales 


Advertising  not  only 

creates  trade  but  di¬ 
rects  it  to  the  dealers 

t 

who  advertise. 

The  Upson  Company  has 
a  splendid  book  of  dealer 
aids  which  it  will  gladly 
send  to  any  of  vour  dealers. 
This  dealer  aid  book  lists 
more  than  fifty  electrotypes 
which  The  Upson  Company 
will  supply  without  charge 
to  dealers  for  newspaper  ad¬ 
vertising.  These  advertise¬ 
ments  are  attractive  and  have 
cost  the  company  thousands 
of  dollars  for  preparation. 

Not  only  can  these  cuts  be 

t j 

used  for  newspaper  adver¬ 
tising,  but  they  can  also  be 
used  for  printing  mailing 
cards,  bulletins  and  broad¬ 
sides.  They  put  into  the 
hands  of  the  Upson  dealer, 
advertising  designs  for  which 
he  would  have  to  pay  hun¬ 
dreds  of  dollars  were  he  to 
have  an  artist  make  the  same 
drawings  and  advertising 


copy  which  has  been  written 
by  some  of  the  most  promin¬ 
ent  advertising  men  of  the 
country.  In  other  words, 
these.  Upson  selling  aids 
give  to  the  Upson  dealer  the 
thot  and  work  of  some  of 
the  keenest  merchandising 
minds  in  the  United  States. 

Do  you  use  this  Upson 
selling  aid  book  vourself? 
If  you  do  not  have  a  copy, 
ask  us  to  send  you  one.  When 

t/ 

you  see  it,  you'll  be  anxious 
to  show  dealers  the  many  at- 

t/ 

tractive  cuts  they  can  get. 

No  other  manufacturer  of 

wall  board  offers  so  many 

*/ 

aids  to  the  dealer.  It ’s  an  allv 
worth  carrying  because  it  con- 

i/  CD 

tains  a  hundred  good  thots 
for  selling  Upson  Board. 

The  Upson  Advertising 
Department  is  also  glad  to 
cooperate  with  dealers  in  the 
preparation  of  special  ad¬ 
vertisements,  booklets  and 
folders,  whether  for  use  in 
advertising  Upson  Board  or 
allied  lines. 
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/Inc/  7^/irs  /s  the  Tribute  Complete 

Jl  well  known  Pulp  Expert 
wrote  us  last  week — 


<< 


.ITi  you  know  Hint,  the  salesmen  of  your 


Df  . 

principal  competitors  carry  samples  of 
Upson  Board?  Did  you  know  that  the 
salesmen  of  one  company  in  particular  were 
trained  to  say — ‘Here  is  a  sample  of  TJpson 
Board — that  higli-price.d  hoard -With  the  famous 
blue  center.  You  will  notice  that  our  hoard 
looks  something  like  it,  in  fact,  we  think  that 
our  hoard  is  almost  as  good  as  Upson  Board.'1 

Then  the  salesman  goes  on  to  explain  that 
it  is  unnecessary  to  pay  a  higher  price  for 
Upson  Board  because  his  hoard  is  nearly  “ just 
as  good ”  as  Upson  Board .  He  says  that 
strength  is  not  a  necessary  quality  of  a  good 
wall  hoard,  hut  he  forgets  to  add  that  Upson 
Board,  which  is  nearly  twice  as  strong  as  other 
hoards  on  the  market,  vnll  hold  to  the  nails 
where  soft  spongy  hoards  icill  pull  away. 

But  isn’t  it  a  remarkable  compliment  that 
competitive  salesmen  icill  use  Upson  Board  as 
the  standard  for  comparison?  Couldn't  their 
action  he  called  “ flattery  absolute"  or  the 
im  tribute  complete" ? 
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rHIS  mark  identifies  the 
Wall  Board  that  is 
nearly  twice  as  strong  as 
ordinary  wall  boards. 
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